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North British «« Mercantile 
Insurance Company 


LIMITED 
109 YEARS OLD 


Fire, Tornado, Automobile, Sprinkler 
Leakage, War Risk, Explosion 
and Kindred Lines 


SECURITY—Resources ample for all obligations 
SERVICE—Expert advice on insurance problems 





CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
76 WILLIAM STREET, NEW YORK CITY 


The Seuthevt States Life saan Company 
ATLANTA, GA. 
WILMER L, 


MOORE, President 


Good territory for live agents. 
Liberal contracts direct with the Company. 


Policies include Double Indemnity and Disability 
benefits, 


ROBERT F. MOORE, Agency Secretary 
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Answer. Quick! 


A LIVE, ACTIVE 


DISTRICT MANAGER ana 
SOLICITOR WANTED 
IN 


OKLAHOMA 
WISCONSIN 
INDIANA 
MICHIGAN 


By the 
Oldest Mutual Association 


of its kind 


Address ERNEST W. BROWN, Secy.- Treas. 


INTERSTATE BUSINESS MEN’S 
ACCIDENT ASSOCIATION 
BROWN BUILDING DES MOINES, IOWA 


— 
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“I CAN AND I WILL” 


So determined Rear-Admiral Peary when men 
poked fun at his purpose to reach ‘“‘the top of 
the World,” He won, didn’t he? 


In the same manner those insurance agents who 
have a goal, interest in their work and 
will, are winning today. 











a victor’s 





They represent the genuine, dyed-in-the-wool op- 
timists who are keeping up their incomes by culti- 
vating the sidelines of fire insurance, 
rent, hail and tornado. 


automobile, 


Fidelity-Phenix agents will tell you 
that business is reviving and pro- 
duction increasing. They possess the 


I a BIE ill” spiri 
FF dale “T can and I will” spirit. 


“AMERICA FORE~ 





FIDELIT Y-PHENIX 
FIRE INSURANCE COMPANY 


HENRY EVANS, Chairman of the Board 
C. R. STREET, President 


Home Office: 
80 Maiden Lane, New York 


Managing Branch Offices 
Montreal 


Cash Capital 
$2,500,000 ° 


Chicago San Francisco 
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‘ ADVICE OF GREAT VALUE TO 
HERE Ir is?! THE AMERICAN PEOPLE 


LIFE INSURANCE IS UNQUALIFIEDLY EN- 
DORSED BY PRESIDENT HARDING, 
AND EX=PRESIDENTS WILSON, 
CLEVELAND, ROOSEVELT AND 
TAFT 


THIS EFFECTIVE 10 PAGE FOLDER CONTAINS 
THEIR PORTRAITS AND OPINIONS GIVEN TO THE 
SPECTATOR. 


Sample copy 15 cents 1006 copies 
100 copies..,.......$4.00 5000 copies i 
500 copies 15.00 10,000 copies 180.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 














NOW READY 
Thirtieth Annual Edition, 1921 


THE HANDY GUIDE 
Premium Rates, i cieisiaad and Policies The Fireman’s Fund 


For Three Decades s o 
THE STANDARD REFERENCE WORK is in the front rank 


FEATURES IN 1921 | in fire, marine and 
Preliminary Term Reserve Tables, Modified and Full. 


Select and Ultimate Reserve Tables automobile insurance. 
PREMIUM RATES 


for Ordinary, Limited Payment, Endowment and Term 
Policies 


SURRENDER VALUES 


for all ages and a series of years; 
Loan, Cash, Paid-up and Extended Insurance Values 


LEADING POLICY CONTRACTS 


Complete Without Eliminations 
Warranties and Agreements in Applications 


DISABILITY AND DOUBLE INDEMNITY 


Clauses Presented Verbatim 


MAXIMUM AMOUNTS WRITTEN 


on a Single Life 


RESERVE, MORTALITY AND MONETARY 
TABLES 


COMPLETE, ACCURATE, CONVENIENT 








PRICES 
FLEXIBLE BINDING, for Pocket U ’ : 
WITH THUMB INDEX (for 30 Cos.)...... 2... A A Progressive SURETY and CASUALTY Company 
THREE SUPPLEMENTS, Extra 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York J ( 























Tue SPECTATOR is gublishes § every Thursday by The Spectater Company, at 185 William Street, New Yor Y. Entered as second-class matter June 23, 1°79, # 
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FEATURES IN THIS ISSUE 





Harter Act Hearing 

International Agreements, by 
Dr. Albert Ehrenzweig 

National Liberty Drops Marine 





Mississippi Fire Losses 

Extract from The Art of Selling, 
by John S. Tunmore 

Wisconsin Compensation Changes 

















Five Year Lightning Loss $49,785,611 


Clause in Policy Not Charged for Costs $10,000,000 Annually 


IRE insurance underwriters might well give 
serious thought to the lightning clause in 
fire policies, which according to statistics 
compiled by the National Board of Fire 
Underwriters caused a loss of $49,785,611 
during the five-year period from 1915 to 
1919, an average loss of almost $10,000,- 
000 each year. The question of the ad- 

visability of “giving away” the lightning protection in a fire 
insurance policy without any additional premium is already 
being considered by a few insurance men. One prominent 
underwriter, commenting on the lightning loss, declared that 
free lightning protection in a fire policy is an expensive com- 
petitive frill which ought to be done away with. 

Among the states that were hardest hit were Illinois, which 
lost nearly $4,000,000 by lightning fires, and Oklahoma, where 
the loss was in excess of $3,500,000. Lightning stood first 
on the list of major fire causes; on farms alone it was responsi- 
ble for more destruction than any other hazard. 

Lightning kills more people than the railroads of the coun- 
try, according to a report recently issued by the Industrial 
Commission of Wisconsin. This report further states that dur- 
ing 1920 there were 232 lightning fires in unprotected build- 
ings in Wisconsin, with a property loss of $958,925, and four- 
teen such fires in poorly rodded buildings wherein the loss was 
$64,185. Upon investigating the rodded buildings that had 
been struck by lightning, it was found that there were vital 
faults in the materials used or in the installation, or in both. 

Lightning rods are the best protection against the hazards 


of lightning, says the board. Records indicate that the properly 
rodded structure is safeguarded from harm by lightning to a 
high degree, although a building with improperly installed 
or broken rods is in greater danger of being struck than one 
without rods. <A structure wholly enclosed in a grounded 
metal cage, it has been agreed by authorities, would be entirely 
safe. A railroad train is, in essence, a steel cage grounded 
by steel tracks and is, therefore, never in danger of being 
struck by lightning. Thus a railroad train is the safest place 
during an electrical storm. A building with a steel frame also 
has this cage-like protection. 

One the subject of oil tanks, the Board says: 

“Oil tanks, particularly those with wooden tops, have a 
black record as concerns lightning losses, due largely to the 
escape of vapors which cannot be avoided when such cover- 
ings are used. Tanks, therefore, should invariably be con- 
structed of metal throughout—sides, top and bottom; they 
should be adequately vented and equipped with pressure re- 
liefs, but otherwise gas tight. These conditions are essential 
for safe storage, and where they cannot be met a partial offset 
to the hazard may be brought about by installing a complete 
system of foam protection, not only at the tanks but through- 
out the plant, in a system of yard hydrants. Where the tanks 
are not isolated, drains or dykes should be provided to prevent 
the flow of oil upon the ground.” 

Five-year losses by lightning in all the states during the 
five-year period, 1915 to 1919, inclusive, were as follows: 

Alabama, $297,199; Arizona, 49,554; Arkansas, 267,034; 
California, 105,421 ; Colorado, 321,986; Connecticut, 398,981 ; 
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Delaware, 40,224; Dist. of Col., 6,974; 
Florida, 229,613; Georgia, 477,493; 
Idaho, 31,888; Illinois, 3,985,510; Indi- 
ana, 1,773,685 ; Iowa, 2,260,462; Kansas, 
1,548,640; Kentucky, 866,- 
576; Louisiana, 931,589; 
Maine, 351,565; Maryland, 
403,248; Mass., 1,119,142; 
Michigan, 995,020; Minne- 
sota, 613,482; Mississippi, 
350,449; Missouri, 1,494, 
881; Montana, 123,689; Ne- 
braska, 1,268,108; Nevada, 
13,412; New Hamp., 309,- 
752; New Jersey, 1,558,469; 
New Mex., 28,5697; New 
York, 2,977,320; Nor. Caro., 
284,462; Nor. Dakota, 439.- 
965; Ohio, 2,455,878; Okla- 
3,650,847; Oregon, 

Penn., 2,256,137; 
126,387; So. 





homa, 
30,979 : 
Rhode Isl. 
Caro., 248,900; So. Dakota, 
505,642; Tennessee, 699,- 
085; Texas, 1,623,817; 
Utah, 30,424; Vermont, 
121,099; Virginia, 502,854; 





Wash., 42,924; West Va., 
612,034: Wisconsin, 904,- 
484; Wyoming, 20,632; 


total, $39,828,489. Plus 25 
per cent for unreported 


losses and those upon unin- 


sured property, 0,957,122. 
Total for United States, 
$49,785,611. 


During the past few weeks considera- 
ble damage has been caused by lightning, 
particularly to oil property. One of the 
severest losses occurred in Mexico, where 





Lichtninc Causep Tuis Bic ExpLosion IN O1t TANK IN 
BAYONNE, N. J. 


a large pool of oil was set on fire and 
was soon beyond control. Oil wells are 
particularly menaced in a storm, as they 
are banked around and cover a large 
area. If they are once 
struck, naturally the inflam- 
mable liquid becomes uncon- 
trollable and it behooves 
anybody in the region of the 
fire to flee. The mance to oi! 
wells from lightning is such 
that many companies refuse 
to write any of this business. 

The lightning clause in a 
fire insurance policy pro- 
vides that a claim will be 
paid whether or not a fire 
ensues or not. Usually when 
a dwelling house is struck 
there is no fire, so that the 
lightning provision provides 
a separate cover. Why, then, 
is not tornado or explosion 
insurance thrown in. If they 
were, they would probably 
cost the companies less than 
the lightning clause. The 
lightning provision is an ex- 
pensive luxury and it is to be 
hoped that some day under- 
writers will wake up to the 
fact that lightning is a grow- 
ing source of claims, par- 
ticularly as the country ex- 
pands and new buildings are 


going up. 








MANY GEORGIA BILLS 


Several Laid to Rumors of Fraudulent 
Claims 





RAILROAD COMMISSION SEEKS TO FIX 
OWN RATES 





Complaint Lodged Against Georgia Doctor 
for Alleged Fraudulent Claim 


Considerable complaint during the past twelve 
months, and rumors of fraudulent claims, con- 
spiracies among disreputable physicians and 
agents in Atlanta and vicinity is thought to be 
largely responsible for the large number of 
insurance bills introduced during the present 
session of the Georgia legislature. 

During the past week, Representative Smith 
of Carroll introduced a bill in the House which 
would give to the Georgia Railroad Commis- 
sion, the power to fix premium rates upon vari- 
ous lines of casualty insurance, including em- 
ployers and general liability. The bill has been 





referred to the Committee on Insurance, and 
it is likely to engender a lively fight in the 
legislature, as the casualty companies will very 
probably look with disfavor upon such a law 
being enacted. 

Almost simultaneously with the filing of this 
bill, comes a report from Americus, Ga., that 
the Georgia Mutual Insurance Company of 
Augusta, a concern insuring negroes, has lodged 
a complaint against a certain Georgia doctor 
and a negro, accusing them of filing fraudulent 
claims. The policyholders whose names were 
used know nothing of the conspiracy, according 
to the company’s inspector. 

Several months ago, there was considerable 
talk in Atlanta of conspiracies existing between 
physicians and policyholders of several acci- 
dent and health companies, it having been 
alleged that the physicians aided the policy- 
holders in getting money under false pre- 
tenses. The Georgia Legislature has sought 
to remedy this practice, by fixing a drastic pen- 
alty for filing false claims. A pending bill be- 
fore the legislature has not yet been acted 
upon, 


HARRY GARDINER GOES TO NEW YORK 


Becomes John Hancock General Agent, 
Succeeding Wiliam N. Compton 


Harry Gardiner, who has been general agent 
of the John Hancock Mutual Life of Boston 
at Kansas City, Mo., since November 1, 1920, 
has been transferred to New York city and 
appointed successor to Wm. N. Compton, as 
the company’s general agent there. He entered 
upon his new duties July 25. 

Mr. Gardiner has been with the company 
for more than twenty-six years, beginning as 
clerk in the Paterson, N. J., agency in 1804. 
In 1901 he took a rate book and went into the 
field. 


Central Life’s lowa General Agents Meet 


The Iowa general agents of the Central 
Life Assurance Society met recently in Des 
Moines. It was announced that the society’s 
surplus earnings for the year ended June 30 
equaled the combined earnings of the years 
1912, 1913, I914, 1915, 1916 and 1917. 
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THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds, The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
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135 WiLLIAM STREET, NEw YorK 
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Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H. Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk Fred B, Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531. 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. — 
Copyright, 1921, by The Spectator Company, New York. 
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FIRE INSURANCE PUBLICITY 

NE of the first principles of pub- 
O licity work is direct simplicity of 
all statements. In the splendid campaign 


now being conducted by the National, 


Board of Fire Underwriters by full 
column advertisements bearing the title 
“Giving a Thought to Fire Insurance,” 
this rule is rigidly observed. 

To those engaged in the insurance 
business its fundamentals are clear, its 
technique frequently ignored because of 
excessive familiarity, and so it is that the 
great mass of policyholders have been 
kept more or less in the dark as to what 
insurance really is and what its func- 
tions are. In addressing messages to 
the public at large, no thought is given 
to those who already know the business 
and its ramifications, but every principle 
is expounded with such simplicity and 
directness that the meaning cannot be 
misunderstood by the least informed of 
the readers; it is clearly a case of ex- 
pressing a thought in a manner incapable 
of misunderstanding. 

J. B. Morton, president of the Na- 
tional Board of Fire Underwriters and 
vice-president of a centenarian fire insur- 
ance company, a man of fifty years’ per- 
sonal experience in fire insurance, has 
chosen his material well, and speaking 
with all the authority and force that his 
position and experience command, his 
sincere messages to the public should 
clarify many a doubtful point about fire 
insurance, as looked upon by an all too 
doubting public. 

I. Hitchcock as 
publicity adviser was indeed excellent. 


The selection of C. 


Mr. Hitchcock’s long experience in fire 
insurance publicity work and his ability 
to sense public interest and to present 
facts as they are, will be of real value to 
the business of insurance. 

The first two articles in a series of 
eight have already made their appearance 
in the leading metropolitan newspapers. 
These have pictured briefly the origin of 
fire insurance and have surveyed some of 
its achievements; the truth about sched- 
ule rating and its effect on improved 
construction, details of inspection and 
underwriting were also touched upon. 

This campaign is but a modest begin- 
ning of what it is hoped may ultimately 
become a regularly organized function of 
the National Board. Opportunities for 
continuously carrying to the public mes- 
sages about the business occur with great 
regularity and steadiness. In the columns 
of THe Spectator and other insurance 
journals there appear timely articles of 
public interest which could and should be 
passed on to the public as parts of the 
National Board’s publicity work. The 
editorial expressions of THE SPECTATOR 
and The Insurance Field in the recent 
Untermyer investigation, especially those 
comments dealing with the corrections of 
misleading daily newspaper accounts, 
judiciously used would prove of great 
benefit to the business. 

Tue Spectator will gladly and will- 
ingly lend its aid in the furtherance of 
the cause of fire insurance, following its 
established policy of more than fifty 
years of working for the good of sound 
insurance. 





HE agents of the Mutual Life of 

New York are urged by Second 
Vice-President George T. Dexter to pay 
more attention to the conservation of the 
business already on the books. It has 
cost much work and worry to secure the 
business, and, from every viewpoint, it 
is desirable that it should be maintained 
in force. Mr. Dexter estimates that 9) 
per cent of the thought and energy of a 
great many conscientious agents is de- 
voted to writing new business, whereas 
a reasonable proportion of their time 
should be given to the cultivation of old 
policyholders, both for the purpose of 
holding existing insurance in force and 
for securing additional business. Sev- 
eral causes of forfeiture are specified by 
Mr. Dexter which might be eliminated, 


5 


viz.: misunderstanding when the appli- 
cation is written; failure to recommend 
the policy best suited to the needs of the 
applicant; failure to clearly explain the 
policy when it is delivered, and failure to 
keep in touch with the policyholder after 
the policy is placed. These are matters 
that should appeal to the good sense of 
every agent, and the latter should lose 
no opportunity to render service to pros- 
pects and policyholders. The best service 
that can be given after the policy is once 
in effect, is to endeavor to keep up the 
policyholder’s faith in his insurance, and 
to show how it can be kept in force dur- 
ing times of stress. Every agent wants 
his customers to be “boosters” for him 
and his company, which they will cease 
to be when their policies lapse. 


HE recent fire which destroyed a 

big asphalt plant at Linden, N. J.., 
causing a loss of over $3,000,000, again 
directs attention to the dangers arising 
from fires in oil, asphalt and similar 
plants. In this case thousands of bar- 
rels of gasoline and asphalt ran into 
Staten Island Sound, and_ threatened 
millions of dollars’ worth of other prop- 
Some method should be devised 





erty. 
which would be effective in safeguarding 
not only such risks as those, as far as 
possible, but surrounding property. The 
possibilities in the direction of the l-rs 
of lives and property in the cases of fires 
in oil or similar plants in the vicinity of 
such large cities as New York, Boston, 
Philadelphia and New Orleans, are s 
vast that it is impossible to measure or 
them. 
would tend to confine a fire in such 2 
plant to its starting point should be 
adopted voluntarily, and, if necessary, 
should be insisted upon by the public au- 
thorities, in the interest of those whose 


limit Every precaution which 


lives or property might be endangered. 

H. D. Clarke Rejoins Great Eastern 

Henry D. Clarke, formerly manager of the 
plate-glass department of the Great Eastern 
Casualty Company of New York, who for 
some time has been at the head office of the 
Union Indemnity Company of New Orleans, 
has returned to New York because of his 
wife’s health and resumed his former position 
with the Great Eastern. 


Burglary Underwriters to Meet To-day 
The Burglary Insurance Underwriters 
Association will hold a meeting at 10:30 
o’clock this (Thursday) morning at the Hotel 
McAlpin, New York, at which 
competition will be discussed. 


non-board 
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THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect PolicyeHolders - + = $282,550.00 
Deposited With Massachusetts State Treasurer, $100,000.00 





Metropolitan Casualty Insurance Co. 
OF NEW YORK 


Home Office 47 Cedar Street 


PLATE GLASS INSURANCE 


EUGENE H. WINSLOW, Preshtont 
ROBERT A. DRYSDALE, Vice-President. *S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant gore 


RELIABLE AND ENERGETIC AGENTS WANTED 














National Liberty 


Jusurance Company of America 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 
ements weeny I, 1921. 


ae Sate... . 81,000,000 .00 

..12,071,029 44 
Liabilities including Capital... .. 8,565,072 .02 
Net Surplus. . wees ee 8,505,957 . 42 
Surplus to Policy Holders. . ...-- 4,505,957 .42 


HEAD ae 
709-717 Sixth Avenue, Cor. 4ist Street, New York. 





Guaranty Company 
Calvert, Redwood, Grant and Mercer Streets, 
BALTIMORE, MD. 

JOHN R. BLAND, President 

September 30, 1920. 





CAPITAL neandie wl _ | ere $4,500,000.00 
SURPLUS. . .$4,332,069.78 
RESERVES...........0..000: 21,706,056.69 26,037,126.47 





TOTAL CAPITAL, SURPLUS AND RESERVE...... $30,537,126.47 

















Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000 .0@ 











Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 














Attention, Insurance Men! 





A progressive insurance company recently licensed in Virginia, 
and having over 600 prominent stockholders throughout the 
State, has some excellent openings for ambitious insurance men 
who are anxious to secure General Agents’ or District Agency 
contracts. Good leads furnished and every assistance given to 
develop territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick seller. 


All answers treated with confidence 
Address L=438, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 














INCORPORATED 1832 


Virginia Fire and Marine 


INSURANCE COMPANY OF RICHMOND, VA. 
= 1, 1921 


Reserve for Unearned Premiums.. : 
Other a Re a acres bares AC cs hs Ss Ws srs asin pasts bois ee 
Capital. . ESE LS ENE re eee 


Net Surplus. . . 920,674.65 
Surplus to simian. . 


$1,229,149 .74 
279,621.66 


$1,420,674 .65 


Total Assets............ $2,929,446 .05 


Wm. H. Palmer, President E. B. Addison, Vice President. 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent. 








“ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1921 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $1,250,000.00 
Net Surplus, .. - $2,086,742.08 
Surplus to Policyholders, $3,336,742.08 





WESTERN DEPARTMENT 
NEAL BASSETT, V. P. and Mgr 
W. T. BASSETT, Ass’t Manager 


EASTERN DEPARTMENT 
D. H. DUNHAM, President 
JOHN KAY, Vice-Pres. 
A. H. HASSINGER, Sec’y 
NEW 


ARK, N. j. CHICAGO ILL. 




















THE SIGN OF GOOD CASUALTY INSURANCE 


LIABILITY BURGLAR V 

ACCIDENT CREDIT 

HBALTH BOILER 

AUTOMOBILE LANDLORDS 

TBAMS BLEVATOR 

COMPENSATION GENERAL LIABILITY 
Established 1869 





LONDON GUARANTEE & ACCIDENT CO., Ltd, iwetkno” 


Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





F. J. WALTERS, ing: Manager, 55 John nn ere New York. 


STOKES, —— HAUGHTON & S 
434 Walnut Street, Philadelphia, Pa. 


Res toe "Managers 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mass. 
COMPANY 


ESTERN ASSURANCE 
OF TORONTO Incorporated 185! 





FIRE, EXPLOSION—RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY I, 1921 


$5,279,511 
$1,734,843 


ASSETS. 5 sya tcioelctenereetertte 
SURPLUS IN UNITED STATES cesraneonsiety pierotaxd 


TOTAL LOSSES PAID IN UNITED ST ATE S FROM 


1874 TO 1920 INCLUSIVE. $48,637,048 
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NEW YORK SURVEYS 

It Recently Happened.—It recently hap- 
pened that the president of an insurance 
company who was promoted to the chair- 
manship of the board of directors, and thus 
relinquished the presidency to another 
party, was asked what tempted him to do 
it. He replied that in his position as presi- 
dent he had been able to fire almost every- 
body from his job except the president, 
and he thought he would like to be in a 
position to do that. 

As to Garages.—A fire which occurred 
last week in a garage in which there were 
listed fifty cars is only another example, 
and one that is not needed, of the increas- 
ing fire hazard of the public garage. In 
this case the capacity was sixty cars, and 
there were fifty in the garage when the fire 
took place. The general tone of the risk 
was not very good. Has not the garage 
reached the point where a more rigid con- 
trol of the fire hazard is not only desirable, 
but absolutely necessary in justice to the 
insured and the insuring public? 

Reducing the Maintenance Upkeep.— 
The slackening of the trade, especially in 
the manufacturing plants, is leading to 
rigid economies, with the result that, as 
usual, the upkeep of the fire-fighting de- 
vices is the first to be affected. Many 
boards of directors get together now and 
go over the cost of maintaining the plant 
where the output is very scant, and at 
once look over every item and the matter 
of watchman is apt to be criticised. All 
over the country the same story is being 
told that the upkeep is suffering under 
present conditions. 

Five-Year Periods——Have you lately 
looked at the fire loss in the United States 
by five-year periods from 1875 to 1919, in- 
It is startling when you set it 
Omitting thousands and 


clusive? 
out in this way. 


hundreds of dollars and only including the 
billions and millions, the table runs as fol- 


$353,000,000; 


1875-9, 1880-4, $450,- 


lows: 


000,000; 1885-9, $561,000,000; 1890-4, $711,- 
000,000; 1895-9, $661,000,000; 1900-04, $862,- 
000,000; 1905-09, $1,305,000,000; 1910-04, $1,- 
062,000,000; 1915-19, $1,177,000,000. The 
top-notch was the period 1905-9. This in- 
cluded San Francisco. What an impressive 
sum this is when totaled in this way, and 
if we could add to it the cost of fire depart- 
ments, prevention work and insurance, it 
would be so startling that perhaps it would 
disturb us, unless we are beyond being dis- 
turbed. 


CHICAGO AND THE WEST 

Illinois Field Rearranged.—Owing to the 
resignation of State Agent Kit Wilson, the 
Fidelity-Phenix has arranged its Illinois 
field force in the following manner: F. J. 
Hirsch, who has heretofore Mr. 
Wilson, will supervise the northern part of 
the State. J. A. Struck, also an assistant, 
will have charge of the Southern territory. 
C. R. Elvis, fomerly with the Illinois In- 
spection Bureau, will supervise the Central 
field. 


R. W. Hunner Returns.—R. W. Hunner, 
formerly special agent of the farm depart- 
ment of the Continental in Illinois, but more 
recently with the National Union on the 
Pacific Coast, has returned to the Continen- 
tal as executive special agent for the West- 
ern farm department, and will make his 
headquarters at Chicago. 

Merger Completed.—The merger of the 
Marquette National ‘Fire with the Western 
Alliance Fire, hereafter to be operated 
under the name of Marquette National Fire, 
has been completed and the articles of con- 
solidation have been approved by the In- 
surance Department of Illinois. Exchange 
of stock was based on the valuation of the 
assets made by a committee of five ap- 
praisers. This merger makes the Mar- 
quette National the largest Illinois fire in- 
surance company. Its assets will be over 
$2,250,000, and it will have 300 additional 
Archibald A, McKinley, formerly 


assisted 


agents. 












F. M. MACHMER 


President. 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


Organized 1870 


Cash Capital $600,000 


A. F. O’DANIEL, 


Secretary and Underwriting Manager. 


president of the Western Alliance, will be a 
member of the board of directors. 


BOSTON AND VICINITY 

Guest of W. E. Davenport.—O. J. Pryor, 
president of the Standard Fire of New Jer- 
sey, with Mrs. Pryor, has been the guest 
for a week of William E, Davenport, of W. 
FE. Davenport & Son, at the summer home 
of the latter in Hull. 

Big Fires.—Five fires in Massachusetts 
the past week caused a total loss of $130,- 
000 as follows: Boston, hat factory, $80,- 
000; Stockbridge, barn, $10,000; Everett, oil 
tank, $10,000; Charlestown, coal pocket, 
$15,000; Arlington, high school, $15,000. 

New England Exchange Members.—The 
following have been elected to active mem- 
bership. in the New England Exchange: 
George A. Lowe, engineer for the Automo- 
bile of Hartford; J. G. Richardson, special 
agent of the Firemans Fund; William S. 
Mitchell, special agent of the Atna. J. 
Louis Ivison resigns from active member- 
ship and was elected an honorary member. 


PHILADELPHIA NOTES 


For Insurance Training.—Philadelphia, 
as well as insurance men from other cities 
and towns of Pennsylvania, realizing more 
and more that the standard of the insur- 
ance business must be improved, not out- 
side, but inside its own ranks, is con- 
templating a short course in all branches 
of the business. To be followed by more 
advanced studies at a latter date. 

Thomas B. Donaldson Entertained.—Last 
week the insurance men of Oil City and 
Franklin, Pa., entertained Thomas B. Don- 
aldson, Insurance Commissioner of the 
Keystone State. He spoke on his plan to 
improve the business of insurance. 





Edgar Scherer, a local agent at Paris, IIl., 
has been appointed special agent in the farm 
department of the Niagara and will cover 
Central Illinois. 
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: MICHIGAN'S 
TWO PENINSUIARS 
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=... OPPORTUNITY =: 


Bary tne M nase teens COLON C. LILLIE Secy ane Gana Menace 
ODUNSLAR FRE FS. CO PRESIDENT PUSULAR CASUALTY OS. 


MORTGAGE LOAN DEPARTMENT 





“A young man should not grieve that he has LIABILITY 
FIRE attained neither wisdom nor riches. He has 

opportunity which is equal to both.” BONDS 
MARINE me 

Young insurance companies, like young men, 

have opportunity, and the men back of Mich- AUTOMOBILE 
AUTOMOBILE igan’s Two Peninsulars realize this fully. 

: ae HEALTH 

TORNADO The opportunity of Michigan’s Two Penin- 

sulars is the privilege of working in a field 
HAIL that is world wide and they have faith that sain 

if they are ethical, if they do unto others as 
FARM they would like to be done by, if they give COMPENSATION 

proper service, if they observe good business 
PROPERTY LIVE STOCK 


principles and work persistently and faithfully, 
they will acquire both large premium income 
and large total assets. 


MICHIGAN'S TWO PENINSULARS write { Sven bts "ue 


Peninsular Fire Insurance Company 
Peninsular Casualty Insurance Company 


Colon C. Lillie, President 
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DEFENDS INSURANCE COMPANIES 


Thomas B. Donaldson Says Fire Insurance 
Cheapest Thing in U. S. 

Insurance companies were defended against 
their traducers at the weekly luncheon of the 
Kiwanis Club by Thomas Donaldson, Insur- 
ance Commissioner of Pennsylvania. He de- 
clared that insurance companies conduct their 
business “on the level,” and asserted that he 
was in a position to know whereof he spoke 
because of his long experience as a public of- 
ficial. Referring to the investigation of the 
Prudential Insurance Company now under way 
the speaker said: “Samuel Untermeyer has 
not recommended after his investigation any- 
thing that is new—that has not been of record 
for 60 years or more.” 

The cheapest thing in America, asserted the 
Pennsylvania official, is fire insurance. “The 
stability of all commercial enterprises and the 
solvency of all business here and elsewhere,” 
contained the speaker, “depend upon the in- 
surance business. All insurance companies 
withdrew their activities from Kentucky be- 
cause of unfair discrimination practiced by 
the State Government. And within six months 
the citizens of Kentucky were figuratively on 
their knees begging the companies to come 
back. 

The newspapers were blamed by Commis- 
sioner Donaldson for exaggerating so-called 
insurance scandals. Referring to public of- 
ficials he said the honest men among them 
usually go broke in their efforts to give full 
and honorable service to the public. “When 
a man takes a public office,” said the speaker, 
“he usually does twice as much work for half 
the money he could earn with less effort in a 
private business.” 


Must File Schedule for Each Rain Risk 

The insurance companies writing rain insur- 
ance in Kansas must file a separate schedule 
for each risk written in this State. This is the 
requirement of the State Insurance Depart- 
ment. The fairs and other outdoor attractions 
are taking out a considerable amount of rain 
insurance in the State just now. The experi- 
ence of the companies has been so limited and 
the weather is so variable that the Insurance 
Department has decided that the companies 
cannot file a straight schedule of rates, but 
must file separate schedules for each risk for 
the present. Later the companies may be re- 
quired to file the schedules for each month, as 
the business thus far in Kansas has shown a 
variation of rates for every month in which 
business has been written. This is due to the 
variable weather as shown by the official rec- 
ords. Rain is more frequent in some months 
than in others, and this permits the variation 
in rates. 


Hail Damages Tobacco Crop 

Advices from Springfield, Mass., state that tobacco 
crop damage estimated at between $150,000 and $200,- 
000 has been reported from Southwick, west of this 
city, as a result of a severe hail storm in which stones 
fell that were said to be nearly as large as walnuts. 
In some plantations the loss is so heavy that there 
will be no salvage. The hail fell in an irregular belt 
and some farms escaped entirely. 


Seeks Hail Insurance Data 

Frank L. Travis, Kansas Superintendent of 
Insurance, has sent out to all the hail com- 
panies a blank calling for the experience of 
every company writing hail business in this 
State for the past five years. The companies 
are directed to supply the following informa- 
tion: 

Acres insured; premium collected; average 
per acre premium; total losses paid; average 
loss per acre; total adjustment expense; aver- 
age adjustment expense per acre; total loss 
and adjustment expense per acre. 

The information is sought for the years 
19 6, 1917, 1918, 1919 and 1920. The compa- 
nies are directed to file their replies and state- 
ments with the Department by August 15. 

This is the first step in the plan of the In- 
surance Department for a readjustment of the 
hail business in Kansas. The State Agricul- 
tural Department has been asked to supply cer- 
tain information relative to the average yields 
of wheat and oats per acre and the values of 
the crops on the farms. 

As soon as the information is supplied by 
the companies and has been tabulated, Mr. 
Travis is planning to call a conference of all 
the hail companies to try to remove the gamble 
from that line. 
wheat this year on a basis of forty dollars 
an acre, and it is practically impossible for any 
field of wheat to have produced wheat of that 
value. The present prices for wheat and the 
average yields per acre do not justify such 
values at the present time at least, in the view 
of the Department officials. It is felt that the 
hail business has not been written on a really 
scientific basis in Kansas during the past and 
the conference is expected to develop some 
plan whereby the business can be handled more 
equitably to all concerned. The hail losses in 
the State this year have been enormous, due to 
the over-insurance when there came a total 
loss and the farmer received more money than 
if he had been able to harvest a full average 
crop. 


Would Allow Georgia Mutuals to Sell 
Surplus Fund Certificates 

Senator Wahlwender introduced a bill in the 
Georgia Legislature on Saturday which would 
authorize mutual fire insurance companies or- 
ganized under Georgia laws to issue and sell 
surplus fund or guarantee fund certificates. 
The bill was referred to the Senate Committee 
on Insurance. 





Mutual Convention 
The annual convention of the National Associa- 
tion of Mutual Insurance Companies will be held in 
St. Louis, September 19-22. During the same week 
the Federation of Mutual Fire Insurance Companies 
will meet as well as the National Association of 
Automotive Mutuals. 








Columbia Increases Surplus 
The stockholders of the Columbia Insurance Com- 
pany of Jersey City, N. J., have completed an addition 
to the surplus of the company so that it now totals 
$838,094, figured by the market value of the secur- 
ities. The surplus at the close of 1920 was $542,706. 








—The Michigan Audit Bureau will be established 
August 1, with headquarters in Kalamazoo. Several 
branch offices will be opened later. 


9 





Insurance was written on, 


Would Amend Statute Governing Surety 
Companies in Texas 


Following submission of the subject by Gov- 
ernor Neff, Representative Lee Brady of 
Galveston introduced in the special session of 
the Legislature of Texas-last week a bill to 
amend the present statute requiring fidelity 
and surety companies doing business in Texas 
to make a deposit of $50,000 so as to provide 
that the deposits thereby required shall be for 
the benefit of the holders of all the obliga- 
tions of the depositors wheresoever incurred. 

The present law was enacted in I91I and 
the Attorney General’s Department of Texas 
and the Commissioner of Insurance and Bank- 
ing of that State have construed the law to 
mean that the deposits were general protecting 
the policyholders, not only in Texas but in any 
other State. The Supreme Court of Texas, 
in a recent decision, held that the deposits 
were special and were for protection of only 
policyholders in Texas. The intent of the 
author of the law was to make the deposits 
apply generally, and the bill introduced by 
Representative Brady is to make that point 
clear. No opposition to the measure is an- 
ticipated. 

Representative Brady contends that if the 
law is not changed and the decision of the 
Supreme Court stands, Texas fidelity and 
surety companies will be unable to do busi- 
ness in other States, as those States are sure 
to enact retaliatory laws requiring the $50,000 
deposits. 


Lock Your Car Always 

“Lock your car when you leave it” is a bit 
of timely advice given to all automobile drivers 
by W. A. Orr, secretary of the Lincoln Casu- 
alty Company of this city, in the Illinois State 
Journal. 

Statistics show that in the past over one 
thousand automobiles were stolen daily, amount- 
ing to a loss of many thousands of dollars. 
Very few of the cars that are stolen are ever 
recovered owing to the careful methods which 
thieves have adopted to cover detection by the 
owner or police. 

Theft of cars has become an organized busi- 
ness. An automobile that is stolen remains 
only a short time in the hands of the thief and 
is passed on to others in the business, who 
hurry the car from the territory in which it is 
stolen. The identity of the machine is then 
changed by the use of paint and other methods, 
when it is disposed of to some unsuspecting 
purchaser. 


Memorial to E. V. Preston 
Edward Verrance Preston, superintendent of 
agencies of the Travelers Insurance Company 
from 1865 to the time of his death, July 10, 
1921, has been commemorated in a special issue 
of The Travelers Protection, which gives his 
life history and presents several photographs 

taken at different periods of his life. 


—The Security Auto Mutual of Youngstown, O., 
has been reinsured in the Lumbermans Mutual. Cas- 
ualty of Chicago, 
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WHY FARM MORTGAGES? 


Are 


Are 


Are 


Are 


Are 


for 37 years. 


Farm Mortgages 


Non-Fluctuating and do not pass 
dividends. 


Dependable Income Producers 
which do not shrink in value. 


not affected by deflation, inven- 
tory losses or other incidental fac- 
tors of business readjustment. 


backed by a steady and constantly 
growing demand for products of 
the farm. 


protected by the borrower’s de- 
termination not to let his property 
deteriorate, for his farm is his 
home and kingdom. 





Other Securities 


City Mortgages 


present many hazards in large cities. 
A slump in business means lower rents. 
Suburban transportation causes the 
good location of today to become the 
bad location of tomorrow. 


Industrial Bonds 
are very uncertain. Noone knows how 
far manufacturing plants will be af- 
fected by the readjustment process. 
Public Utilities 
cannot finance themselves adequately 
with equipment depreciating in value. 
Railroad Bonds 


of all kinds require the keenest in- 
vestment judgment to prevent loss. 


These are the reasons why the large life insurance companies and ultra conservative 
savings banks give preference to farm mortgages. 


These are the reasons why you should do likewise. 


Collins Farm Mortgages net 7% per annum and have stood for absolute protection 


To invest in them once means to invest in them always. 


SEND FOR BOOKLETS 


THE F. B. COLLINS INVESTMENT COMPANY 


Members of the Farm Mortgage Bankers’ 
Association of America 


Sales Office: 
727 Monadnock Block 
Chicago 


Home Office: 
Oklahoma City 
Oklahoma 
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MISSISSIPPI LOSSES 


Amount to $13,544,160 for Five-Year 
Period 


DEFECTIVE CHIMNEYS CHIEF CAUSE 
Less to Mill Property and Lumber Yards 
Heavy 
Statistics just _published give the total fire 
loss in Mississippi for the five-year period clos- 
ing December 31, 1920, as $13,544,1€O, or an 
average of $2,708,832 per year for the five-year 
period. The report shows that a majority of 
the fires were due to preventable causes, the 
leading causes, with losses during the five-year 
period, and the average yearly loss appearing in 

the following schedule: 


Total Yearly 

Loss Average 
Defective chimneys and flues..$ 910,758 $182,151 
Hot ashes, coal and open fires 317,427 63,485 
Matches and smoking......... 728,061 145,612 
Rubbish and. fitter ..<.ccv«cs 38,749 7,749 
OSGi STIG soe sa oie ie ave, aeateine 30,065 6,013 
Sparks Git POGlGi cc: cc-s:siscs-« ose 1,310,158 262,031 
iRCEMICHOY yc sre kre syne alu was 864,064 172,290 
Exposures, including conflagra- 

Se ee ere Peer i 1,346,835 327,567 
Sparks from machinery........ 243,619 48,723 
INCENRGIAEISHE  cis.6.d 5 cce'eisecordicrcoe 566,588 113,317 
Sparks from combustion....... 600,134 120,026 
Miscellaneous known causes... 543,994 108,798 


Unknown causes were charged with being re- 
sponsible for damage of $4,456,719 during the 
five-year period, with an average of $891,343 
for each year. It is thought most of these 
causes were preventable. 

The Mississippi saw mill experience for ten 
months since September 1, 1920, a disastrous 
period in the State’s history, has also just been 
made public. During that time the loss from 
fire to mills, mill property and lumber on yards 
has amounted to $1,099,500. Four fires passed 
the $100,000 mark, those of the Denkman Lum- 
her Company of Norfield, Miss., the Mercantile 
Lumber Company of Jackson, the Brookhaven 
Lumber Company of Brookhaven, and the Acme 
Building and Supply Company of Meridian. 
The Denkman Lumber Company was the largest 
fire, the loss amounting to $180,000 in this case. 

Mutuals and reciprocals have been very 
active in Mississippi, especially since the furore 
caused by the anti-compact suit and the with- 
drawal of the large stock companies. The 
popularity of mutual insurance with some of 
the lumber companies in the State is largely re- 
sponsible for the inadequate coverage in some 
of the cases. Agents of the mutuals have been 
only too ready to come to the State as a result 
of conditions there. 










Insurance on Asphalt Plant 
Insurance involved in the destruction of the 
Warner-Quinlan Asphalt Company at Linden, 
N. J., totaled $2,351,466. The line was placed 
through King & Hilditch of 95 William street 
and was distributed as follows: 


Newark Fire ..... $5,833 Phoenix, L. U....13,833 
British Amer. - 10,000 Com. Union ..... 11,500 
Continental ...... 81,000 Pid. Prem ...0< 75,000 
Norwich Union ..20,000 Ins. Co. N. A....41,000 
YOQRUSHIG@. cc cccce 17,500 Amn, Eagle . .25,000 
Sun Ins. Office. ..15,000 ire, Pand «.<<< 32,500 
Dela. Under’r . 10,000 Westchester ..... 10,000 
eS ee ee 1,000 Ins. Und. S. Pa.. 5,000 
Nat. Liberty ..... 7,500 Victory, Phila. 6,600 
Northern, N. Y...20,000 London & Lanc...20,000 
baw OU. & Bo... 10,000 Farmers, York. ..12,500 
Eag. S. & B. D...10,000 New Bruns’ick ...10,000 
Agricultural ..... 7,500 WAteIOGN 6 cca c ote 10,000 
Essex & Suffolk. .15,000 City of Ne. ¥..0s 7,500 


Lon. & Prov’ial... 7,500 Scot. Un. & N....24,000 


Phila. Under’s . 20,000 Home, N. Y......42,500 
Niagara, N. Y....50,000 Detroit Under’s ..25,000 
Northern, Lon. 30,000 North River ..... 69,000 
Phoenix, Lon. ....39,000 Fite Asem. ..002< 35,000 
Union, Canton 40,000 Stuyvesant ...... 15,000 
Hartford Fire 35,000 General, Paris ...40,000 
Boston Ins. Co....20,000 Camden, N. J....20,000 
Royal, Liverp’l - 2,500 Lon. & Scottish... 7,500 
Standard, Htfd. 5,000 Sterling, Ind. .... 5,000 
Urbania, Paris . 20,000 Glens Falls ...... 5,000 
Citizens, Mo. .... 5,000 Atlas of Lon’n...21,000 
Pacific, N. Y......50,000 Hamilton, N. Y...33,500 
Automobile ...... 25,000 GROSRAME 2 6ec cscs 20,000 
Springfield ...... 5,000 Orient, Htfd. ....10,000 
Nat; Union... 15,000 Gt. American 7,500 
Royal Exchge. ...20,000 —_——_——_— 

US cates: adie ec wae eae Bie iar Oa eae $989,667 


Blanket on use and occupancy— 





7Etna, Conn. ...$25,000 Cleveland Natl. ..10,000 
Atlas, London ...10,000 Ins. Co. N. A....23,000 
United States ...66,000 Vorkshiré ....<.. 10,000 
Northern, Lon, ...12,500 North River ..... 20,000 
Pacific, N. Y Phoenix, Lon. . 6,000 
Com. Union 2E Camden, N. J....22,500 
Niagara, N. ¥..... 9,5 Scot. Un. & N.... 4,000 
British Amer. ...10,000 Nor: Unionwi ....5. 7,500 
Boston Ins. Co...50,000 PatriotiG .c.ceces 20,000 
Home of N. Y...15,000 ——— 

RUNS aceuwrsneocreou te eeeCnr es Cenc eae anon $398,250 


On oil plant, general form— 


Continental ..... $16,500 Springfield ...... 5,000 
Nat... Uniew ...<« 25,000 Com. Union ....105,000 
Eag. S. & B. D...20,000 Fid. Phenix ..... 20,000 
Hamme, N. ¥...3... 49,500 Fire Assn. ...... 15,000 
Northern, N. Y... 5,000 Niagara, N. Y....25,000 
United States 20,000 Pacific, N. Y.....50,000 
Scot. Un. & N...34,000 Prov., Wash. 5,000 
North River ..... 37,000 Republic ........ 10,000 
Stuyvesant ...... 5,000 Atlas, London ....10,000 
Gresham ..<6.66<« 20,000 ea. ee 25,000 
Camden, N. J....20,000 Boston Ins. Co...20,000 
Nor, Unit <<... 10,000 Ins. Co. N. / . 20,000 
[Pe a a eee 1,000 Patriotic <...60.5% 10,000 
London Prov’al 7,500 VYorkshise .....<. 5,000 
Automobile ...... 2,500 Essex & Suf’k....15,000 
Great Amer. ..... 7,500 Cite Gti Views. 7,500 
Northern, Lon. ..30,000 Nor. Union ..... 10,000 
Orient of Hart...10.000 Phila. Undr’rs....20,000 
Sun Ins. Office. ..15,000 Union, Canton ...25,000 
Westchester ..... 15,000 Fire Assn. ...... 2,500 
Phoenix, Lon’n 5,000 Royal Exchge. ...20,000 

| RR RR Fe I Ce Oe Cr er $780,500 


On oil profits— 
3oston Ins. Co...$8,000 Niagara, N. Y.... 6,000 


Wetan eee te nce cnticicaee cae aenenene aes $14,000 


On profits of asphalt plant— 
Niagara, N. Y...$90,000 


MAE oe cand ct UA BRE AAE RED RUM mae eee $151,950 


3oston Ins. Co. .$61,950 


KEINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, President 


Mountain States Inspection Bureau 

The Mountain States Inspection Bureau has 
been formed to take the place of the Rocky- 
Mountain Fire Underwriters Association. The 
new rating bureau will have headquarters at 
Denver and branch offices at Albuquerque, 
N. M., and Cheyenne, Wyo. Lee H. Simonton 
will be manager and Walter J. Kulp, assistant 
manager of the new bureau. They previously 
held similar positions with the Rocky Moun- 
tain lire Underwriters Association. 

Fire Offices Reducing Forces 

Business stagnation, less premiums and heavy 
losses, are causing a number of fire insurance 
companies to check up on the efficiency of their 
employees and let those who do not come up 
to the mark go. While there has been no cut- 
ting of salaries, companies that have started 
to reduce their forces report that they expect 
to get greater efficiency out of the employees 
that remain. 





126 Fires in Kansas in June 

There were 126 fires in Kansas during the month 
of June and the loss was $214,940. Nine of these 
fires were caused by the careless man who tossed a 
cigar or cigarette stub away with a good fire burning. 
The nine fires directly caused by smokers caused a 
loss of $5,250. The rubbish around buildings ap- 
parently has been fairly well cleaned up for only one 
fire from this cause was reported during the entire 
month and the loss was only ten dollars. 

Lightning was quite an active agent in starting 
fires last month, starting one on a building protected 
with rods for a loss of eleven thousand dollars and 
thirteen fires in unrodded structures for a loss of 
$28,445. There were thirty-eight barns burned with 
a loss of $73,525 and thirty-eight dwellings damaged 
to the extent of $51,090. 





Considerable Loss in Feather Fire 

A fire in a feather dye plant in New York caused 
considerable loss and endangered lives. Concerning 
feather risks, “Fire Insurance. Inspection and Under- 
writing,” by C. C. Dominge and W. O. Lincoln, pub- 
lished by The Spectator Company, speaks as follows: 
_ Feathers and Feather Pillows.—Feathers are sorted 
in a sorting machine, cut up in a high-speed knife 
cutter equipped with a blower system, which draws 
the feathers through a suction pipe to a duster, thence 
to the storage bins. Bins are usually of wire mesh on 
wooden frames. The lighter feathers are deposited on 
the upper portion of the bins and the heavier feathers 
fall to the floor. The pillow-cases are then filled and 
sewed up. Cotton is sometimes added, in which case 
a cotton picker may be used. Considerable dust lays 
about premises. Knife cutter should have magnets to 
catch metal particles. 


Assistant Ohio Fire Marshals 
Ohio State Fire Marshal H. A. Dykeman has named 
T. W. Morgan, Kenmore; Jay Nichols, Galion; W. 
A. Clark, Fremont, and Homer Sowards, Gallipolis, 
as assistant State fire marshals. 
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r f the Equitabl 
NEW FEATURES INTRODUCED IN A DECADE 
Group Life Insurance Non-Cancellable Accident 
Group Disability Insurance and Health Insurance 
Safety Inspections for Groups Premium Waiver Clause | 
Home Purchase Insurance Disability Income Clause | 
Refund and Cash Refund Annuity Double Indemnity Provision | 
Income Bonds for Old Age Excess Interest Dividends 
New Convertible Policy Post Mortem Dividend 
Corporate Policy Endowment Conversion Privilege | 
Endowment Annuity at 65 Educational Fund Agreement 
Liberty Bond Policy Salary Continuance Agreement | 
Retirement Annuity Free Health Examinations 
New Survivorship Annuity Special Training for Agents 
INSURANCE PROTECTION L 
THAT THAT : 
b 
‘INSURES PROTECTS ti 
tl 
Cl 
‘. 
01 
GROWTH IN A DECADE : 
1920 1910 Increase. - au 
Outstanding Insurance Dec. 31st. > $2,656,524,071  $1,347,158,692  $1,309,366,279° eq 
New Insurance................- 529,559,921 107,965,091 421,594,830 
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MUTUAL LIFE AGENTS’ MEETINGS 


Colorado Meeting a Success; Other Meet- 
ings in Atlantic City and Boston 

Robert E. Spaulding, assistant manager of 
agencies of the Mutual Life Insurance Com- 
pany of New York, and formerly assistant 
manager of the Darby A. Day Agency of the 
Mutual Life at Chicago, has announced the 
dates for the meeting of the Mutual’s big 
Quarter-Million-Dollar Club. This organiza- 
tion, which contains nearly 350 members, will 
meet in Boston this year August Io and II. 
As is usual with the Mutual, no attempt will 
be made toward formulating a set program. 
The sessions will consist largely of discussions 
on a variety of subjects interesting to the 
agents, with a few talks by officers of the com- 
pany and others interspersed. A banquet will 
mark the close of the affair. 

The Western division of the Mutual’s $125,- 
ooo Club met at Estes Park, Colorado, last 
month. This, the smallest section of the club, 
was attended by 160 members. The meeting 
was in every way successful. 

The Eastern and Southern divisions of the 
$125,000 Club will meet together in Atlantic 
City August 2 and 3. As in the case of the 
other meetings, discussions will form the main 
part of the program, and there will also be a 
banquet. 

Mr. Spaulding, although called to the home 
office from that of the Chicago manager early 
in June, has been away much of the time in 
connection with the meetings. 





Sid B. Redding & Co.’s New Plan 

Sid B. Redding, heretofore general agent at 
Little Rock, Ark., for the Penn Mutual Life 
of Philadelphia, has organized the firm of Sid 
B. Redding and company, with its principal 
office at Little Rock, where, recently, the firm 
began dealing in investment securities, real es- 
tate and mortgage loans, in addition to all the 
various classes of insurance. It is anticipated 
that the firm’s transactions in investment se- 
curities and mortgage loans will eventually be- 
come interstate in its scope, and the firm in- 
vites correspondents with investors in any part 
of the country. The firm’s insurance depart- 
ment covers insurance in all its branches, 
which will have the care of office employees 
and city representatives well trained and 
equipped for that branch of the work. 

Mr. Redding announces that he will not 
sever all connection with the Penn Mutual 
Life, as he will have a contract to write new 
business for that company in another section 
of the United States where his interests occa- 
sionally make it necessary for him to go. 

Mr. Redding has been very successful in his 
insurance business, and it is expected that the 
more diversified business which his firm is now 
undertaking will be equally successful. 


United Fidelity Life Makes Good Progress 

At a meeting of the directors of the United 
Fidelity Life Insurance Company a report was 
submitted showing total insurance in force at 
the end of its first seven months of opera- 
tion of more than $3,000,000, carried by 1125 
policyholders. 


Ruling Against Lutheran Mutual Society 
Reversed 

The Commissioner of Internal Revenue has 
reversed his ruling against the Lutheran 
Mutual Aid Society of Waverly, Iowa, in re- 
spect of liability for income tax under section 
231 of the 1918 revenue act. 

The Collector of Internal Revenue at Du- 
buque called upon the Lutheran Mutual Aid 
Society for income tax report. The president 
of the society declined to make return, claim- 
ing exemption as a fraternal beneficiary so- 
ciety. 

The question was referred to the Commis- 
sioner of Internal Revenue, who sustained the 
collector early in 1920. Appeal was made for 
reconsideration, which was referred to the so- 
licitor for the Internal Revenue Department. 
He confirmed the ruling of the commissioner 
and made it an “office decision,’ which was 
published in the Official Bulletin, October, 1920. 

Through the good offices of Congressman 
Sweet of Iowa, the solicitor granted a _ re- 
hearing in January, 1921, and the case was re- 
ferred to the conference committee of seven 
assistants to the solicitor. Unanimous opinion 
was rendered sustaining the “office decision” 
and supplementing it with additional reasons 
applicable to all fraternal beneficiary societies, 
whether or not sectarian. 

Mr. Abb Landis took charge of the case, 
and secured a recommendation to the solicitor 
for a fifth hearing, on the ground of error in 
the “office decision” and questions raised which 
involved all fraternal beneficiary societies. 

Early in March Mr. Landis filed a brief, 
and on June 24, 1921, previous rulings were 
reversed by letter from the Commissioner of 
Internal Revenue to the collector at Dubuque. 

The conference committee reviewed the 
previous findings and did the very unusual 
thing of changing a published office decision 
and recommending that the adverse ruling be 
rescinded. 

Federal Life Producers to Meet 

The Producers Clubs of the Federal Life 
Insurance Company, The Federal Life Club 
($100,000 Club), Inner Circle ($200,000 Club), 
are to hold their annual meeting at The Ant- 
lers Hotel, Colorado Springs, Colo., August 
16, 17 and 18. 

While the club year does not end until July 
31, fifty ‘have already qualified for the Federal 
Life Club and nineteen for the Inner Circle. 
A large number of the club members will be 
accompanied by.their wives. 

Papers on interesting subjects to the field 
men have been prepared by a number of the 
club members and will be read and discussed 
at this meeting. 








The fact that this establishes a record for a 
new Texas company was freely commented on, 
and the officers were complimented on the 
results. 

Mr. R. L. Thornton, president of the Dallas 
County State Bank of Dallas, was added to 
the board. 

This company started business on December 
I, 1920. 
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PUBLISHES GEORGIA SPEECH 
Edson S. Lott on “Our Mutual Problems” 


Edson S. Lott, president of the United States 
Casualty Company of New York, has published 
in pamphlet form, his address before the 
Georgia Local Underwriters Association last 
May. 

The address as published gives a very clear 
explanation of the difference between a mutual 
fire and casualty company and the old line 
mutual life companies, showing the former to 
be comparable rather to the assessment life 
companies than to the mutual life companies. 
It further discusses the socialistic tendencies 
of mutual insurance in the usual forceful and 
lucid style of Mr. Lott. 

In showing the impossibility of comparing 
old line mutual life companies to mutual fire 
and casualty companies, Mr. Lott says the 
following : 


Mr. Bensen of Ohio asked me this question: 

“If ‘mutual, old line, legal reserve life insur- 
ance is sound in principle,’ is not the same true 
of mutual fire insurance companies operated 
upon the same plan?” 

In the first place, mutual fire insurance com- 
panies are not “operated upon the same plan.” 
But let that go. 

This was my answer: 

“No. Life insurance and property insurance 
are radically different at vital points. 

“There can be no claim under a life policy 
until death occurs or the specified payments 
have matured the contract. There is no chance 
about death. It is inevitable. Everybody must 
die. Even wars and epidemics have but a 
negligible effect upon life-expectancy. 

“An uncertain proportion of property will 
never burn. Other property will only partially 
burn. There may never be a claim against a 
fire policy; there may be one claim for a total 
loss; there may be a number of claims for 
partial losses. The conflagration hazard is 
never absent. The value of property constantly 
changes. Only one gifted with second-sight 
could guess the liability under a fire policy. 

“With our accumulated mortality experience, 
there is no gamble about the sufficiency of life 
insurance premiums and reserves, whereas the 
amount of the premiums and reserves necessary 
to cover fire losses cannot be at all closely cal- 
culated. Consequently, there can be no cer- 
tainty of indemnity for fire losses without a 
margin of capital and surplus to guarantee 
payment of excess losses, and. without a thor- 
ough distribution of risks. 

“Tn stock fire insurance the policyholder oc- 
cupies but one position in the policy, that of 
being assured or guaranteed; in mutual fire in- 
surance he occupies two positions, that of being 
assured or guaranteed, and also that of assur- 
ing or guaranteeing—like unto the man who 
lifts himself by his own bootstraps.” 

Of course, the arguments against mutual fire 


insurance apply with even greater force against 


mutual compensation insurance, inasmuch as 
compensation payments may and often do con- 
tinue for many years. 


Who Holds This Record? 
[To the Editor of THe Spectator] 


We have an agent in Atlanta who signed a contract 
with our manager there on June 1, and who has pro- 
duced at least one application every working dav 
since that time. He is anxious to establish a record 
for consecutive daily production. and has written us 
to know what the present record is. I have no late 
information, therefore I am turning to THE Sprc- 
TATOR, hoping that you may be able to tell me what 
the present record is. Your courtesy will be very 
much appreciated. 


New Orleans, July 20. 


AGENCY MANAGER. 
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Were Dropping ~ 
a Message ~ 





to You ~ - - 


Our New Accident and Health Department 
opened for business June 15. 


We now offer unexcelled service in Life, Ac- 
cident, Health and Group Insurance. 


Whether you are interested in one or all of 
these lines, you are cordially invited to ne- 
gotiate for territory. 


Our Expansion Program calls for big men 
equipped for leadership. Our Agency Contracts 
are attractive. 





Drop us a message and we’ll tell you all about 
the ACE and other New Accident and Health 
Policies. 


MISSOURI STATE LIFE INSURANCE COMPANY 


M. E. Singleton Home Office 
President St. Louis 
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HOW IS BUSINESS? 


Individual Opinions Often Reflect General Conditions Inaccurately 


PESSIMISM AND DOUBT CONTAGIOUS 


Depression Now More Due to Psychological Conditions Than to Industrial 


By GEORGE 


llave you ever noticed that when we make 
the common inquiry. “How is business?” the 
response usually reflects more accurately the 
condition of the particular business of the per- 
son answering than any judgment on business 
as a whole. In other words, individual opin- 
ions on business conditions are far more apt to 
reflect individual experiences than basic con- 
ditions. If business is bad with us aren’t we 
apt to draw the conclusion that it must be bad 
with everyone else, and isn’t that condition apt 
to be reflected too much in our own attitude 
toward business? When we begin to hear com- 
plaints about business and commence to experi- 
ence difficulty in transacting: business because 
“times are hard,” aren’t we just a little too apt 
to assume that because they are hard they are 
probably impossible and so let up on our ef- 
forts accordingly—to permit discouragement, 
doubt and fear to slow down our efforts when 
really such periods should demand all the en- 
ergy and power that we have? 

Pessimism and doubt are contagious and _ it 
takes great mental energy and determination te 
resist them. When the tide of confidence is 
running against us even the stoutest hearted 
must take care lest they too become caught in 
the current. There is no doubt that more of 
the present business depression which we have 
been experiencing during the last few months, 
has been due to such psychological conditions 
than to the basic conditions of industry. Of 
course the world has been sick and its recovery 
is fraught with all sorts of aches and pains 
but the recovery is going on and can undoubt- 
edly be greatly hastened by taking the patient 
out into the air and sunshine. This recovery is 
going on today. Weare progressing nicely, bet- 
ter in some sections than in others, but on the 
whole the country is doing exceedingly well and 
those most closely in touch with conditions be- 
lieve that soon the revival will take place in 
earnest. Of course most people will not recog- 
nize that it is a revival until it is well under 
Way, just as now people are still talking de- 
Pression when it is safe to believe that the 
worst period of depression is over. If all busi- 
hess men would put aside pessimism, doubt and 
fears for the future, right now, and would talk 
and act vigorous optimism the country would 
soon realize that there is not so much the mat- 


F, 


SARIGHT 


with it after all, and business would soon 


tage 
tcl 


come out of the doldrums. 


RIGHTED 

The conditions which affect 
are being righted. The Administration at 
Washington is functioning and before long we 
shall all see the results. In the meantime, those 
who recognize that poor business is largely a 
psychological condition and that such situations 


‘CONDITIONS BEING 


basic business 


demand just so much additional effort and en- 
ergy will do business in spite of conditions. 
The life insurance agent occupies a field in 
which all this is especially true. So long that 
he starts off in the morning with the assumption 
that “because business is and money is 
tight,” and that consequently it will be im- 
possible for him to accomplish much, he will 
fail to do business and he might as well take 
a vacation. Just so long he will fail to over- 
come conditions and his record will show the 


poor 


result of his own doubts. 

But there is no need for this. Life insurance 
is being written today in spite of conditions and 
being written by men who refuse to 
acknowledge these obstacles as insurmountable 
and who mect difficult situations by exercising 
more ingenuity, more energy, more devotion to 
their business and more intensive work at every 
point. The writer happens to know two sales- 
men working for different companies in a cer- 
tain town in central Pennsylvania. One de- 
cided in April that business was going to be 
hard to get and as conditions weren't favorable 
he has taken “a prolonged vacation,” as he ex- 
pressed it; “until things are hooming again” 
and he has made no effort to overcome the con- 
his 


it 1s 


ditions. The other has redoubled energy 
and enthusiastically sought out new channels 
for operation to which heretofore he had not 
given any thought, and the result is shown in 
the largest volume of business which he has 
ever produced in a similar period. It is purely 
a question of man-force. Both are working in 
the same field. Both had equal opportunity, but 
one man gave up, while the other has worked 


that much harder and won. 


LIFE INSURANCE STABILITY 
In fact, times like these that we have been 


passing through, present additional arguments 


15 


for the life insurance salesman which he should 
not be slow to discover and utilize. Today, 
when practically every form of standard secur- 
ity from Liberty bonds to Industrial stocks 
have shown a startling capacity for deprecia- 
tion and loss on the market, life insurance re- 
mains the one security which always is worth 
100 cents on the dollar. No matter what 
depreciation may occur in other investments the 
value of life insurance remains at par and the 
comparison shows one of the most important 
arguments for life intelligent 
salesman is making capital out of this im- 


insurance—the 


portant point with excellent advantage and is 
enlarging upon its possibilities as his experi- 
ence with the subject will of course show him 
how to do so. 

Then again, times like these bring to a man 
the realization of the necessity of providing 
for his family a form of protection and basis 
of income not dependent upon changing condi- 
tions of business. Thousands of people whose 
incomes have been affected by the passing of 
dividends upon their industrial securities real- 
ize as never before, that they should provide 
some form of income which is not subject to 
these uncertainties and that this provision will 
be especially necessary When they are no longer 
there to stand between their loved and 
financial difficulties. 

The insurance salesman can 
ditions of the securities market to point out 
the indispensability of life insurance and he 
has never had a better opportunity to do so than 
right now when these facts have been brought 
home to everyone. It should be stated also that 
although the complaints of poor business have 
been heard almost universally, that the banks 
have never had as much money on deposit as 
they have now and that this money is the prop- 
erty of the very people whose business the life 
It is not so much 


ones 


use present con 


insurance salesman solicits. 
the lack of ability to pay for life insurance which 
the salesman meets as it is the widespread dis- 
inclination to part with present cash. Again 
comes in the element of psychology. If, we are 
not doing much business and collections ar: 
poor we are naturally blue and depressed and 
feel that business and the world in general arc 
going to the dogs. But once let a 
check come in and see how quickly we 
It is this condition which the 
life insurance salesman has to combat, more 
now than at any other time. One difficulty is 
that for the past three years business has been 
easy. It has come without much effort ; now we 
must go out and fight for it. But the discipline 
is good and the fight will develop our powers 
and improve our resistance and before long we 
(Continued on next page) 
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our enthusiasm. 











THE SALE 


Mental Appraisal of Prospect is 
Helpful 


FOLLOWING FISHERMAN’S TACTICS 
Extract From ‘Art of Selling,” by John S. 
Tunmore * 

Have you ever watched an experienced fisher- 

man? Perhaps you are one yourself. [irst he 
selects the fishing ground, having previously se- 
lected the proper bait. Then, with the skill re- 
sulting from experience, he adjusts the bait 
to the hook, and after casting his line watches 
it strike the water. Presently the fish bites, and 
when it does, he usually gives it time enough 
to get a good hold on the hook before he pulls, 
and when he does pull, he has due regard for 
the particular kind of fish that he is after. He 
knows instinctively its habits and its nature, 
which enable him to land it; and then note the 
glee and satisfaction with which his counte- 
nance beams when he lands the catch success 
fully upon the bank. His whole being vibrates 
he is absolutely lost in the task. 
There is a striking analogy between selling 
and fishing; both may be tiresome or intensely 
interesting, depending upon the intelligence and 
zest which are nut in the work. I have been so 
fascinated at times in the critical stages of a 
sale, particularly when I have put “everything” 
I possessed into the task, that [ have almost 
collapsed from sheer exhaustion of nervous en- 
ergy when the job was completed—so great 
was the strain, and so intense the interest. 

It is extremely difficult, if not impossible, to 
adequately describe in detail the actual pro- 
cess of closing a sale, especially since the human 
element enters largely into the task. It is highly 
important, for technical reasons, to anticipate 
1 


K, 


the prospect in order to dominate, so to spea 
his intellectual process. In other words, keep 
a little a head of your prospect all the time 

anticipate what is in his mind, so that you wil! 
he the more ready to answer his inquiries. 
requires no mean 


The first phase of a sale 


amount of abilitv: to start right, it is wise to 


‘Copyright, The Spectator Company, New York. 
(Continued from page 15) 

shall find that everything is going well again 

and then with the momentum that we have se- 

our hard and persistent work 


new, we will have a splendid 


cured through 


running start 07 


prosperity when the real revival does come 


around this fall. 
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Insurance Sales Letters 


Open the way to real business—create a keen 
ealization of the value of adequate insurance and 
prepare the way for a personal call to close the appli- 
cation. More than 400 salesmen are using Hull's 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
caer retreat, 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








make a quick mental appraisal of the calibre of 
your prospect. If you find that you are en- 
countering a man whom you suspect to be your 
superior in intellectual accomplishments, go ex- 
ceedingly slow, even though you may know 
much more about the technical subject involved 
in the sale than he does, for the simple rea- 
son, if for no other, that he will not like to 
appear ignorant upon the subject. 


DoMINATING THE PROSPECT 

If you are fortunate enough, which is far 
from certain, to be able to dominate such a 
one, it will probably be due to the godd nature 
of your prospect, and you may count yourself 
lucky, but in that event let him appear, at least, 
to lead you in the discussion which you may 
skillfully direct by suggestion. Should you find 
the prospect not agreeing with you, tactfully 
suggest that if he had had occasion to look into 
the matter and inform himself, he would quite 
likely be of the same mind as you are, being on 
the alert never to flatly contradict or antagonize. 
In this way you will at least win the respect 
and sympathy, and probably the confidence of 
your prospect, no matter how he may disagree 
with you or treat you. 

Right here, T am reminded of a saving of a 
“When on 


is right and is conscious of the fact, there is 


very wise man, who once observed: 
no occasion to emphasize or lay special stress 
upon an argument; therefore, it is better to 
have poise, to be calm under all circumstances 
and to conduct the discussion quietly, so far as 
you are concerned, no matter how excited your 
antagonist may become.” In this way, you ma” 
retain the advantage. 

If, on the other hand, your appraisal of the 
prospect should disclose him to he on a par 
with yourself, naturally, you may, with some 
degree of assurance, take the lead in the dis- 
cussion and dominate it. Once you find that 
your prospect is following you, and agreeing 
with your premises and statements, keep him 
on the move: while not appearing to hurry the 
interview, yet, accelerate the discussion until 
you have his signature on the dotted line, and, 
if possible, his check to bind the bargain. 

Cts 
gineering Company, in an article in the April, 


Lang, president of the Lakewood En- 


1920, number of System, under the title, “Tak- 


16 


ing the Buyer’s Side in Selling,” says—"‘It takes 


1% 
] 
1 


two satisfied people to make a profitable sale. 
The weight of his argument is that the sales- 
man should make a study of the needs of the 
buyer, and after this has been carefully done. 
then proceed to sell your idea or method. Note 
the logical sequence. This is very important. 
You first study and then arrive at an intelligent 
with 
needs, and then proceed to sell your product, 


conclusion reference to your prospect's 
applying yourself wholeheartedly to the task 
of selling your method of satisfying his needs 
Mr. Lang says: 

“There is a type of thing we call industry 
study. It enables us, of course, to determine 
expertly the requirements of a single customer 
and to recommend methods that will actually 





Mr. SUCCESSFUL 
LIFE INSURANCE AGENT 


Do you want to secure a General Agency 
for yourself? If so, read this; it is 


WORTH KNOWING 
A $5,000 policy in the United Life and 
Accident Insurance Company guarantees 
FIRST, that in case of death from any 
cause, $5,000, the face of the policy, will 
be paid. 
SECOND, that in case of death from any 
ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 
THIRD, that in case of death from cer- 
tein SPECIFIED accidents, $15,000, or 
THE TE TIMES the face of the Policy, 
will be paid. 
FOURTH, that in case of total disability 
asa result of accidental injury, the Com- 
pany will pay direct to the Insured at the 
rete of $50 PER WEEK, during such 
disability, but not to exceed 52 weeks, 
after which the weekly indemnity will be 
at the rate of $25 PER WEEK through- 
out the period of disability. Can Insur- 
ance do MORE? And WHY should 
any man be satisfied with a policy that 
would do less? 


Annual Premium, Ordinary 

| FS eee eet eae sparc aes $128 .05 
Twenty Payment Life........ $167 .10 
Twenty Year Endowment. .. .$235.10 


United Life and Accident Insurance Co. 
Home Oifice, United Life Bldg., Concord, N. H. 


































































Pri 

























mine 
omer 
ually 


ee 











luly 28, 1921 


THE 


LIFE INSURANCE SECTION 


SPECTATOR 





Prompt Service 





The demand for an outlet for excess on Life Insurance 
Policies has been met by 


THE REINSURANCE LIFE COMPANY 


OF AMERICA 
DES MOINES, Iowa. 


REINSURANCE ONLY 


Full Coverage 








H. B. HAWLEY, President 


F. D. HARSH, Secretary 











serve him and save for him. But it does more 
than that. 
eral knowledge of methods applicable in many 
He then 
proceeds to indicate how this study instantly 


It also puts us in possession of gen- 
plants engaged in the same industry.” 


opens new fields of tremendous possibilities. 
The salesman who thus intelligently enters 
into the spirit and substance of the matter finds 
himself unconsciously the 
thought of the buyer instead of having to com- 
hat preconceived ideas, which frequently end 


going along with 


in an unprofitable argument rather than a prof- 


itable sale. 
lf the salesman can bring himself to realize 
fact that there 


people who really need what he has to sell, he 


the inglisputable are enough 








Perfect Personal Protection 
The Combined 


Life, Health 


and 


Accident Policy 


Issued only by the 
Niagara Life 
Insurance Co. 


Protects Both Yourself and Your Dependents 





OFFICE 
Niagara Life Building, Buffalo, N. Y. 


Reliable Live Wire Agents Wanted 


HOME 


EUGENE TANKE, President 
W. C. DIXON, Secretary 











then will understand that it is both imprudent 
and unnecessary to be insistent with the man 
whom he may think is a prospect, but who, in 
reality, is not, and the salesman will see the 
futility of further endeavor and avoid the waste 
of valuable time and will realize the importance 
of terminating the interview pleasantly in order 
to leave a good impression, which afterward 
may result in converting the man into a 
customer. 
Fear Spells Defeat 

\ man with fear in his heart is not capable 
of the accomplishments he might otherwise at- 
that 


It not only develops 


tain. It is a well-known fact fear sub- 
tracts from one’s ability. 
what might be called a mental panic, but there 
Dr. 


William James once said, “Al! mental states are 


is a distinct physiological effect as well. 


followed by bodily activity of some sort. They 
lead to inconspicuous changes in breathing, cir- 
culation, general muscular tension and glandular 
or other visceral activity even if they do not 
lead to conspicuous movements of the muscles 
of voluntary life. All states of mind, even 
mere thoughts and feelings, are motor in their 
consequence.”—The Mid-Continent Life. 


To Refund Extra War Premiums 

\ll extra premiums collected from  policy- 
holders on account of military or naval service 
during the World War are to be returned by 
the Federal Union Life of Cincinnati, OQ, Al! 
restrictions imposed by the terms of the per- 
mits are to be removed also, whether the extra 
premiums have been paid in cash or charged 
to the reserve on the policies. 

Furthermore, in all cases where claims may 
have been settled in accordance with the terms 
of the permit for an amount less than the facc 
of the policy, the difference between such set- 
tlement and the face of the policy is now to be 
paid to the beneficiary, thus placing the policies 
of deceased policyholders who died as the re- 
sult of military or naval service on the same 
basis as those of living policyholders. 
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Every agent knows how many times he 


interview through the  prospect’s 
busy”! If the 
“Too Busy,” 


an interview is likely to result. 
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ORDINARY LIFE PLAN 


Often Best Policy for Young Men 
Starting Out in Life 


NEEDS MAXIMUM PROTECTION 


Ordinary Life Policies Growing in Favor, 
Says Actuary * 
By C. ©: 


Actuary, Missouri State Life of St. Louis, Mo. 


SHEPHERD 


The ordinary life and twenty-payment life 
plans may be called the staples of the life in- 
surance business and they are destined to grow 
in favor, to grow with the individual who buys 
them as he learns more clearly the importance 
of life insurance and acquires a keener sense of 
the responsibility he carries and the duty he 
owes his dependents, and grow in favor with 
the agent as he learns that they serve the real 
fundamental needs of his prospects, causes less 
trouble to care for and has a superior renewal 


quality. It may require a higher grade of 


salesmanhsip to sell them, but the additional 
value of the business when sold is full com- 
pensation. 

the 


adaptability of the ordinary life plan, whether 


I wonder sometimes if we appreciate 
many of these younger men would not be wiser 
if instead of trying to buy a twenty-payment 
life policy they paid the same amount of pre- 
miums for ordinary life insurance. The aver- 
age young man has family responsibilities long 
hefore he reaches his maximum earning capac- 
ity and very often has to content himself with 


a totally* inadequate line of protection. You 
have had this brought home to you when he 
tells you he would like to provide $1oo per 


month or $200 per month after his death and 
you tell him that means $18,coo or $35,0c0 of 
insurance. [lis wife is young, his children are 
young and many years of heavy expenses lie 
ahead before the children reach maturity and 
have their education. This is the time when 
why not 


By the time 


he needs maximum _ protection use 
the plan whereby he can get it? 
his maximum earning capacity is reached his 
the 


amount of his insurance if necessary without 


children are grown and he can _ reduce 
exposing his family to the trials and depriva- 
tions that would have followed his earlier death. 

Suppose your prospect is age thirty, $5,000 
twenty-payment life will require an annual pre- 
mium of $133.60. 


year, so certain to be of interest to 


The cash value the twentieth 
a twenty- 
payment life policyholder, is $2,540.00. For 
$187.40, or $53.80 more, he can secure $10,000 
of insurance on the ordinary life plan, which 
will have a cash value the twentieth year of 
$2,520.c0, virtually the same as a $5,co0 twenty- 
payment life. He does not like the idea of 
paying premiums so long as he lives even though 


he will admit he needs $10,000 of insurance. 


-Well if, when the time comes, he finds his pre- 


miums are becoming a burden he can exchange 
his ordinary life policy for a paid-up portcy of 
$4,950.00. practically equal to the face of the 
twenty-payment life policy he is considering. 


Address before Quarter Million Dollar Club. 














Our system of individual ac- 
counting is distinct from any 
plan of life insurance on the 
market. Its justice makes an 
immediate and forceful appeal to 
the prospect. The accumulation 
of funds over the mortuary and 
expense accounts is another orig- 
inal and striking feature. We 
offer you the opportunity to make 
a connection which will give you 
every possible advantage in point 


of attractive goods. 


Guaranteed Equity 
Life Company 
W. W. KREAMER, Pres. 
127 N. Dearborn St. Chicago, Il. 











Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 
INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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Of course he intends to take out another 
$5c00 twenty-payment life policy in a few years 
when his income increases, and maybe he will if 
the company will issue it, but he knows he will 
have this additional protection if he takes the 
$10,000 ordinary life. Our company rejected 
applications for approximately twelve million 
dollars of insurance in 1920 just because these 
people applied too late. It is a pretty safe as- 
sumption that a large percentage of these ap- 
plications could have been approved if they had 
heen made five years earlier. 

[ am not making an argument against the 
twenty-payment life when your prospect is able 
to carry a proper line on that plan. By all 
means encourage it rather than the ordinary 
life; it is a mark of thrift and foresight. I am 
arguing against the man who stops with a 
totally inadequate line of twenty-payment life 
or some higher premium plan. Probably his 
objection to ordinary life can be met by calling 
his attention to the fact that such a policy form 
can always be changed to the twenty-payment 
life plan, if a later date his circumstances 
make it advisable. 

Suppose you have a father who wants an in- 
surance policy to provide funds for his young 
daughter’s education. An educational endow- 
ment policy fills a special need here, but an 
ordinary life policy can also be adapted, espe- 
cially if the father does not already have 
sufficient insurance on his life to protect and 
educate his family in the event of his death. 
If his death occurs several years before her 
college days it will take a great deal larger 
sum to complete her education than will be re- 
quired if he is living when college time comes. 
The surrender value of the ordinary life policy 
is an endowment, or, if desired, the policy will 
carry a loan that will pay for her éducation 
and continue protection for the face amount 
until that education is completed. 


Conditions Slow 
[To the Editor of Tre Sprectaror] 

This is in answer to your circular letter of June 1. 

The following is a report on the business transacted 
by this company: 

How are conditions in the territory covered by 
your company now? 

Rather slow. 

To what extent have lapses increased? 

Lapses 1920, $2,222,524; lapses 1921, $4,880,388. 

Do you see any marked falling off in new business? 

Yes. 

What was the volume of business written by your 
company for the first five months of 1921 compared 
with the same period last year? 

Business in force: 1920, $9,388,698: 1971, 
$4,270,080. 

low much has it increased or decreased? 

Increased $4,008,693. 

Do you think that the life insurance business is re 
turning to the 1914 level? 

Apparently. 

Will, in your opinion, the business for the re 
mainder of the year equal that done for the same 
period last year? 

Yes 

G M. JasmMann, Secretary to the Actuary. 
Western Union Life Insurance Company. 


“Too Busy” is the title of one of the most timely 
leaflets to be had. It gets an interview when nothing 


else will. 
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Personal! 


It’s the personal, 
friendly spirit that 
makes the Peoria Life 
Happy Family of 
Successful Agents. 


HE PEORIA LIFE 
gives SERVICE to 
its policyholders and 

to its agents. Its sound 
methods and good reputa- 
tion are giving it a steady, 
healthy growth all in the 
Middle West. It insures 
men and women on equal 
terms. Policies are up to 
date in every respect, and 
contain liberal and attract- 
ive features which make 
them sell. 


It is developing new terri- 
tory in the Central West 
and has good positions for 
good men. 


Peoria Life 


Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 


Fourteenth Year 
$65,000,000.00 in force. 
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THE RIGHT MOMENT 





Agent Should Create Own Psycholog- 
ical Opportunities During Interview 





MAKE OCCASIONAL TRY OUTS 





Continuity of Action Powerful in Leading 
to New Acts 





Following is a further instalment of 
the work entitled “The Selling Process,” 
written and published by Norval A. 
Hawkins, giving a valuable insight into 
the mechanics and psychology of sales- 
manship, 











Make your own psychological moments al! 
through the closing stage, as many of them as 





OF NEBRASKA 
209 Wilkinson Building 
Corner I2 and Farnam 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 


W. E. McCANDLESS, Vice-Pres. 
Manager of Agents 
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you can, to advantage. Then you will know 
just when they are coming. Watch for the 
sign of readiness to say “Yes.” If you perceive 
the indication of an affirmative decision early 
in your work as the weighmaster, prompt the 
action of placing the order right then and there. 
In other words, quit weighing as soon as you 
Test him fre- 
quently with suggestions or suggestive ques- 


have the prospect convinced. 
tions, so that you can ascertain how far he has 
gone in the weighing process. 

Now that we understand what the psychologi- 
cal moment is and when it occurs, we need to 
consider next what the salesman should do at 
the psychological moment of decision, to prompt 
the prospect to the action of giving the order. 
We will assume that the prospect is so sur- 
charged with desire for the goods, and so fully 
convinced of the greater weight of the ideas in 
favor of buying, that he is ready to take the 
necessary action of ordering. 

The function of the salesman at this point 
facilitate the 


muscles which are concerned in pronouncing the 


is to action of the prospect's 


decision. If the order is to be given orally, 
the salesman works to prompt the saying of the 
affirmative. 

When any conscious movement of a muscle 
takes place, the brain center that controls the 
activity of that muscle discharges a movement 
impulse along the nerves that lead to the muscle. 
Then the muscle moves. This brief explanation 
indicates that the salesman who wants his pros- 
pect to do the act of buying must set off the 
discharged impulse in some way, when the 
decision point has been attained. 

Recall what has already been said about the 
testing of the prospect to determine whether 
ly to decide. We assume that 


or not he is reac 
the salesman has made this test and has had 
some response in words, tones, or movements 
that leads him to believe the prospect is sur- 
All that is 


necessary now is to “touch off” the mind and 


charged with the decision impulse. 


so cause it to explode into action of the ap- 
propriate muscles. The salesman should handle 
the spark. 

Kither of two sparks available to the sales 
man will do the Work. The first way to cause 
the mental explosion is by imitation of the de- 


sired action. The second means is the sugges- 


tion to the prospect of the action the salesman 
wants him to take. 
man is accomplished when he starts the mind 
of the prospect to doing things that will re 
sult in the, mental explosion, if continued nor- 


The purpose of the sales- 





If the salesman does or suggests some- 
thing that tends to produce in the mind of the 
buyer who is following his acts or suggestions, 


mally. 


the ideas that are the necessary preliminaries 
of an action impulse to buy, the fuse is lighted. 

Suppose you were selling cash registers. You 
could prompt the mental explosion by putting a 
piece of money into the cash drawer of the ma- 
chine you had demonstrated, then ringing up 
the amount; and afterward invite the prospect 
to imitate you by putting a piece of money from 
his pocket through the registering process ot 
the machine. If he were ready to buy, this first 
act of his in the use of a cash register would 
be likely to prompt his decision. 

The common practice of laying the order 
blank before the prospect at the end of the 
weighing stage, and tendering him a fountain 
pen, supplies us with a familiar example of the 
mental explosion touched off by a suggestion 
of the action desired. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran= 
chises to bestow upon 
worthy men. 


Address 


HOME OFFICE 
Springfield, III. 
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DST ASSETS $3,916,856 2 


CONTINENTAL LIFE INSURANCE COMPANY 
INSURANCE IN FORCE $31,573,988 


Our Policy Forms Contain the Following Provisions: 

__ Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 





Kansas City, Missouri 
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Planting and Raising the 


Insurance Crop 


For an insurance man to work in a territory that 
is unprepared, is like trying to raise a crop on land 
that hasn't been plowed. You get little return 
from the seeds you plant in such ground. 


A General Agency Contract, direct with the 
home office is little advantage to the field man, 
without territory, system and cooperative company 
support. 


CENTRAL LIFE 


PREPARES the way, and works for and with 


its agents, first, last and all the time. 


Its agency service system is not an experiment. It has built under 
General Agency of Ability, successful winning organizations. 
This SERVICE with territory and the direct General Agency 


Contract, makes a winning combination for the field man. 


These are FACTS NOT FANCIES. A record beats a prom- 
ise. Central Life points to a record of twenty-five years’ pro- 
gressive, aggressive service. his past performance is your best 


guarantee for the future. 


The ambitious insurance man may count on cooperative spirit, 


systemized Agency support always. 


Write for details of our liberal General Agency Contracts. Our 
intcrests are mutual. We win with you. Let's team up. 


CENTRAL LIFE ASSURANCE SOCIETY 











OF THE UNITED STATES (MUTUAL) 
DES MOINES, IOWA 
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The important thing at this stage of the sale 
is to, induce the transition of mental activity 
into muscular activity. The weighing part of 
the brain, the brain cells which perform the 
process of decision, are not the cells which must 
be activated now. A different set of brain 
cells need to be started to work the motor 
part of the brain. When these cells begin 
functioning in imitation of the act or sugges- 
tion of the salesman, they tend to keep on with 
the action commenced and to finish it. 

So the prospect who is induced to ring up 
the first piece of his own money on the cash 
register is started on a course of action that he 
can keep up only if he keeps the register with 
which to ring up more of his money. He is im- 
pelled to make the purchase, therefore. Simi 
larly the prospect whose mind has followed thi 
suggestion of the salesman that put the order 
blank on the desk and tendered the fountain 
pen, is started on the process of signing. |: 
order to sign his name to the order he would 
have had to reach for the blank and to pick up 
the pen himself. The salesman has done thes« 
things for him; so it is natural for the pros 
pect to continue the action commenced in his 
mind which has been following the suggestions 
of action. The prospect is made to think of 
signing, whereas he would not have thought of 
such action if the salesman’s action had_ not 
set off the impulse, It is natural for one to ac 
cept what is tendered. Hence the prospect takes 
the proffered nen. That is another step tewari| 
signing, and the rest of the process is facilitated 
once it is started by the suggestion. 


THE SIGNATURE STEP 

There is no stage of the selling process that 
offers the salesman a better test of his true art 
than the signature step. Unskillful work here 
is apt to spoil the effect of everything that has 
heen done previously. [Explosives always ar 
ticklish things to handle, and exploding 4 
mental impulse to muscular action is no excep 
tion to the rule. Above all, the salesman should 
he careful not to convey to the prospect the 
idea that dynamite is being handled. Yet we all 
know that many salesmen tender their order 
blanks inysuch a timid manner that they show 
the prospect they are afraid themselves. Small 
wonder, then, that the prospect shies from th 
danger ! 

Suggestive action by the salesman at the 
signature stage is employed generally, espe- 
cially in connection with the proffering of th: 
order blank and the fountain pen. Also the 
practice of suggesting the oral “Yes” is com 
mon, as we all know. But the use of imitatiy: 
action is not so frequent, and deserves more 
of our consideration for that reason. 

The order blank may be used most effective! 
in the process of prompting imitative action }\ 
the prospect. Instead of having the blank al! 
filled out and ready to sign before it is laid be- 
fore the prospect, it is advisable to have some 
minor detail unfinished—the date line needing 
to be filled in, for instance. The salesman lays 
the blank before the prospect, but himself writes 
the date on its line; then he tenders the pe! 
to the prospect. 
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under our direct 
general agency 
contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 





ORGANIZED 1850 
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This may seem like a very insignificant mat- 
ter, but it is tremendously significant. The 
prospect thinks when the paper is put before 
him that he is to write. The motor center of 
his brain is activated, but he has not begun to 
write. Maybe he would hesitate about the 
actual writing. The salesman, however, now 
writes. He does what the prospect has expected 
to be called on to do. The decision to «write 
has been made by the salesman at the moment 
when the prospect anticipated having to make 
it. So this stage is passed readily by the mind 
of the prospect who is following the salesman’s 
acts. The only decision the prospect has to 
make is to continue the process of writing. 
That is comparatively easy, and the motor 
center of his brain explodes the impulse to sign 
his name; there isn’t much of an explosion, but 
merely a mild puff. 

The illustration takes us into the realms of 
psychology, where many phenomena useful to 
the salesman can be studied. Psychology is 
simple. Do not be scared away from it by the 
Your own mind is an excellent psycho- 
logical laboratory. Study and analyze what 
goes on there. You will learn a lot of valu- 
able things about the ways other men think. 


name. 


and regarding their impulses. 

There is a third way that the explosion can 
he caused, by an indirect method. Sometimes it 
will seem inadvisable to use the imitative-ac- 
tion or thé action-suggestion method with the 
idea of prompting the direct action you want 
the prospect to perform. Perhaps you prefer 
not to risk the possibility of an unfavorable 
statement by the prospect or an act of negation. 
But you believe the prospect is ready to sign 
and you want to start him if you can do so 
safely. 

ConTINUITY OF ACTION 

There is a law of human nature which you 
can employ here to advantage. It is this: 
Continuity of action is more powerful in lead- 
ing to new acts than is any other process. That 
means simply that if you want the prospect to 
do a certain thirtg, the best way is to start him 
doing something. You get him into action of 
one sort, and then it is easy for him to switch 
to another action, the one you want him to per- 
form, signing his name. 

It is rather difficult to impel a prospect to 
commence moving his hand in the process of 
writing, if you start abruptly for that object. 
But if you induce him to move his hand doing 
something else which he will not associate with 
writing, you have got his fingers into action. 
The motor center of his brain is activated. Sup- 
pose that your contract form has two pages, 
for example. Request the prospect to turn the 
page and to note a certain clause; then, when 
his hand is in motion, you dispose of the clause 
and tender the pen before his fingers return to 
inaction. Your suggestion of his action of sign- 
ing reaches him when his fingers are activated. 
Hence muscular inertia does not need to be 
overcome. 

Again, before we close our present considera- 
tion of our double subject let us recall to mind 
thatthe processes of decision and of signature 
involve the doing of things that have not been 


2I 


~ 





performed previously in the sale. You cannot 
close orders by going on doing the same things 
you have done in the course of your presenta- 
tion and when working to convince the pros- 
pect. You must employ the contrast of images 
to secure the decision. In order to obtain the 
signature it is necessary that you call into play 
a different part of the mind than was em- 
ployed in deciding. 

Finally, remember the absolute necessity for 
feeling confidence in yourself and in your 
methods if you would engender in the prospect 
the needed degree of confidence in you. Banish 
from your heart the fears of the closing stage 
that may have handicapped you previously. We 
have analyzed the steps of decision and signa- 
ture and have assured ourselves that there is 
nothing dangerous about either. 

At the closing stage rather the salesman 
benefits by the cumulation of his earlier good 
work. He is at his strongest then and has the 
least to fear. 





For Over Seventy Years 


On August 1, 1851, the Massachusetts 
Muttial issued its first policy. From 
that day to this its constant endeavor 
has been to furnish the best possible 
life insurance protection at the lowest 
possible net cost. That it has succeeded 
is shown by the enviable reputation which 
the Company enjoys among those who 
buy insurance and among those who sell 
it. Efficient service and a square deal 
for everyone have ‘been its watchwords 
for over Seventy Years. They will be 
its watchwords throughout the years to 
come. 


Joseph C. Behan, Supt. of Agencies 


Massachusetts Mutual Life 
Insurance Company 
Springfield Massachusetts 


Incorporated 1851 








WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 















In a recent issue of a current magazine | 
found the following Lincoln story: 7 

“A friend was visiting Mr. Lincoln in the 
White House during the Civil War. While 
they were talking the door suddenly opened 
and a gentleman stepped into the room, ex- 
claiming as he entered ‘Congratulations Mr. 
Lincoln, the Federal troops have just captured 
Mr. Lincoln looked at him with- 
After he had gone out his 


12,000 rebels.’ 
out saying a word. 
friend said, ‘Mr. Lincoln, you didn't 


this 


seem very 
much enthused over the news gentleman 
reported.’ ‘No,’ replied Mr. Lincoln, ‘he is such 
a colossal liar that nobody believes him. Back 
in the Middle West where he 
used to do a lot of fishing. Ile told such big 
lies about the fish he caught that nobody be- 


lieved him; but to square himself he bought 


was raised he 


a pair of scales, and whenever he caught a big 
fish he would call a couple of the loafers around 
the hotel to witness the weighing of the fish 
on his scales so that when he claimed he had 
caught a fish 
would have witnesses. 
for awhile until the family next door had a 
baby and they borrowed this man’s scales t 
The baby weighed 47 pounds.’ 


weighing so many pounds he 
This worked very well 


weigh the baby. 
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ir. Lincoln laughed as he told the story and 
his friend saw at once why he couldn't believe 
what this man had said.” 

Now there are a good many life insurance 
agents like this notorious fisherman—always 
telling about what wonderful things they have 
done, how many applications they have written 
in a certain month, how many policies they are 
just going to deliver, how they always get 
cheques for first premiums, and so forth. When 
the Insurance Commissioner’s report comes out 
and it is dis- 


the real facts 
covered “that the scales are wrong.” 


become known, 


Young man, keep your business under your 
hat. If you write a man for $50,000 don’t go 
round taste. 
Somebody will chalk you down for a 
even though you may be telling the truth. There 


bragging about it. It is poor 


liar, 
is an old Spanish proverb which says, “Believe 
nothing that you hear, and only half that you 
Curb talk is cheap and only scrub agents 
[t is the quiet worker who makes 


see.” 
indulge in it. 
a creditable showing at the end of the year. 
whenever he met 
lapel of his 
or more, policies 


T once knew a man who 
me would throw aside the 
and show me half a dozen, 
he was about to deliver. I! thought he must 
be a whale of an agent until his manager told 
me one day that most of his business was done 


coat 


on the option plan, and over 50 per cent of it 


had to be sent back to the home office un- 
delivered. 
Always tell the truth about 


this great business of ours, 


your work in 
Don’t tell that 


unless you are under oath R. O. Ticiros., 


Thursday 





Life Insurance Man 


with record of twenty years’ con- 
structive work as agency manager 
wants permanent connection with 
progressive company on Agency 
Management or General Agency 
lines. Southwestern or Pacific 
Coast territory preferred. 

Write E. H. V, care of THE 
SPECTATOR, City Hall Station, 
New York, N. Y. 











lowa Life to Increase Surplus 


meeting of the Iowa Life Insuran 


At a 
Company’s directors it was voted to increase the con 
$50,000 was 


recent 


surplus and immediately mad 
The 
larged and a 
planned. 


pany’s 


available. board of directors will also be e1 


bigger program for the company is 


A bill has been introduced in the Georgia Senat: 


to permit al! corporations in that State now incor 
porated by the Secretary of 
bank and trust companies, to issue non-participating 
stock. The bill was to the committee on 


insurance, 


State, except insurance, 


referred 


—The largest producer agents of the Jef- 
Standard of Greensboro, N. C., during 192, 
Wall of Drew, Miss., who is the com- 
pany’s only agent to qualify for membership in the 
Million Dollar Club. Mr. Wall was connected witli 
the former agency of Ratliff & Bradshaw and, next 
to the late W. W. Bradshaw, holds the company’s 
as a producer. 


among 
ferson 


was W. V. 


highest record 





MUU ee NTE 








OF AMERICA 


year in the Company’s history. 
New Insurance paid for 
Insurance in Force.......... 
Increase in Insurance in Force 


Liabilities 
Surplus and Dividend Fund 


plan of agency cooperation. 


them, address 





The Guardian Life Insurance Company 


Established 1860 Under the Laws of the State of New York 


Outstanding results for 1920, the greatest 


The past year was notable for further 
development of the Guardian's comprehensive 


For information regarding the opportuni- 
ties available in the agency organization of 
this Company to men who can measure up to 


T. LOUIS HANSEN, Vice-President 
50 Union Square, New York 





$ 46,490,818 
228,620,496 
28,392,951 
60,720,151 
55,695,923 
5,024,228 
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AMERICA 


Insurance Co. 


INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 


istablished 1899 





PRESIDENT 
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HARTER ACT HEARING 


Insurance Men Return Without Ob- 
taining Satisfaction 


NO SOLUTION TO PROBLEM IN SIGHT 


Underwriters Contend Suggestions Taken 
Up Piace Burden on Their Shoulders 


New York marine underwriters who at- 
tended the hearing at Washington last week on 
a proposed amendment of the Harter Act as a 
means of curbing the pilferage, breakage and 
short cargo evils returned without having ob- 
tained much satisfaction. The amendment sug- 
gested provided that steamship companies be 
prevented from limiting their liability to the 
shipper for full delivery. This prohibition of 
limitation of liability, the marine underwriters 
contend, would be unconstitutional and would 
fail to attain the ends desired. The shipping 
companies could issue the Government bill of 
lading carrying with it liability for pilferage, 
breakage and short delivery at a certain freight 
per ton and then give a decidedly lower rate 
to the shipper who entered a separate contract 
to hold the carrier harmless for pilferage, 
breakage or short delivery. Any attempt to 
prohibit such separate contract, the under- 
writers contend, would invade the constitutional 
right of contract and be void. The under- 
writers contend that by this method the burden 
would simply be passed along to the marine 
underwriters, as is being done now. 

One marine underwriter stated that the Gov- 
ernment could not by legislation cure an eco- 
nomic condition. He suggested that material 
assistance might be rendered if the Shipping 
Board enforced the acceptance of full carrier 
liability by all the companies operating its ves- 
sels and then insisted that the vessel-masters be 
held responsible for the honesty of their cargo 
checkers and discharge any checkers caught in 
wrongdoing. This practice, he held, would 
work to great advantage of Shipping Board 
vessel operators, as shippers would prefer these 
lines and would get a decidedly preferential 
rate on insurance giving full cover. 

The seriousness of the pilferage evil may be 
judged, the underwriter stated, from the fact 
that prior to the war the pilferage hazard was 
included without charge except to a few -Rus- 
sian ports and then the charge never exceeded 
one-fourth of 1 per cent. Now, he said, under- 
writers who are willing to write pilferage risks 
are demanding from 1 to 20 per cent, accord- 
ing to the destination of the voyage. 

Large brokerage firms would resist any at- 
tempt to place them on the same footing as 
English brokers and make them responsible for 
the premiums on business effected through them. 
To overcome the possibility of this resistance 
Proving successful, it is proposed to legislate 
on the lines of a bond being given, by order of 
the Superintendent of Insurance, as security for 
the money received by the brokers. This stil! 
leaves the underwriters out of pocket in the 
event of the assured not paying his premium 
but it protects them against being defrauded by 
the brokers, who, having received money, use 


. for Purposes other than that for which it is 
paid. 


United States Lloyds Increases Capital 

The United States Lloyds, Inc., held a stock- 
holders meeting last week and it was voted to 
increase the capital stock of the company from 
$409,009 to $802,000. purpose 4,000 
new shares of $100 par value will be issued. 

Appleton & Cox, Inc., is attorney for the 
company, which does a marine and automobile 
Net premiums for 1920 amounted to 


For this 


business. 
$3,407,538. 


Shippers of Stolen Cars Arrested 

The police of New York City have arrested 
several men alleged to have been engaged in 
exporting stolen automobiles. The police traced 
two cars on shipboard which were consigned 
to Porto Rico. It is claimed that many others 
went to France and England and to South 
American countries. 

John Sulsano, who was claimed to be the 
direct agent in a number of instances, claims 
that often owners came to him asking to have 
their cars stolen in order that they might col- 
lect the insurance. Only high-class cars were 
taken and these only a day before sailing time. 


Side Lines 

Some of our agents have succeeded so well 
in cultivating the so-called “side lines” which 
fire insurance companies may write, that we 
niust continue to mention and commend the op- 
portunity thus offered agents for increased 
earnings. 

Agents seem to hesitate, thinking that they 
do not understand other than fire lines, but a 
little study, or inquiry, will not only reveal 
the simplicity of handling these other lines, 
but also the usefulness of the indemnity they 


provide.—Glens Falls, Now and Then. 


That such a thing as misuse of premiums on 
the part of a broker is possible is almost in- 
credible to those who have only dealt with 
Lloyd’s brokers. In America new firms of a 
wholly irresponsible nature are able to obtain 
the handling of quite a lot of business. It is 
with such firms that the principal trouble has 
occurred in the past. There is, however, a 
very general complaint against certain big 
brokers because they are often very dilatory 
in the payment of premiums. Many of them 
are said to retain their clients’ money against 
claims which are due from underwriters, a 
custom that can only be rendered tolerable by 
regular settlements on the “balance of accourt” 
hasis. It is a significant fact that there should 
be any need for a change of any sort in the 
matter of settling accounts in America. In 
London it is recognized that a large part of an 
underwriter’s income may be the result of his 
having a big balance of premiums in hand earn- 
ing interest, although eventually the bulk of 
the money may be paid away in claims. To 
deprive the underwriter of this means of earn- 
ing money is obviously unfair on the part of 
the broker, who already has an adequate re- 
muneration through his brokerage. The neces- 
sity for return reform is obvious, and it is high 
time that the marine market should set its house 
in order in this respect. 
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CEASES TWO LINES 
Marine and Aircraft Fields Given Up 
NATIONAL LIBERTY’S NEW POLICY 


C. Steendal Office a Loser—Aircraft Busi- 
ness Considered Unprofitable 

The National Liberty Insurance Company 
has decided to retire from the marine insurance 
field and accordingly has severed connections 
with The Northern Underwriting Agency 
which handled the marine business of the com- 
pany. This leaves the Northern with only two 
companies in its office, the Norwegian Atlas 
and the Hudson Insurance Company of New 
York. Rumors that the latter company would 
also withdraw were said at its offices to be 
groundless. 

The National Liberty has also withdrawn 
from the aircraft field, the order being good 
also in its western department. It was con- 
sidered that the volume of business was not 
sufficient to give a reasonable spread and 
although its loss ratio averaged better than 
many of the companies in the field, the officials 
did not consider the business advantageous to 
the company. 


S. E. U. A. TO RAISE FERTILIZER RATES 
Dowdell Brown, Chairman of Executive 
Committee 

The executive committee of the South East- 
ern Underwriters Association met at Asheville, 
N. C., last week and elected Dowdell Brown 
chairman of its meetings. 

The meeting took steps to promote fire pre- 
vention and meetings of field men will be held 
in each State for this purpose. 

The association has appointed a committee 
to deal with the situation arising from the high 
loss ratio on fertilizer risks. This committee 
will confer with the leading fertilizer concerns 
with a view of preparing a schedule from which 
the companies can reasonably expect a profit. 


Mississippi Anti-Compact Suit to Resume 
August 1 

Judge Stricker has definitely announced that 
he will resume hearing of the Mississippi Anti- 
Compact Suit in Jackson the first of August. 
It is stated that several more weeks will be re- 
quired for the hearing of testimony, and after 
the arguments of counsel, which will follow 
immediately, Judge Stricker will render a de- 
cision. He hopes to dispose of the case prior 
to September 1, when his regular itinerary will 
begin. If this hope is realized, it will enable 
the losing side to take an appeal to the Missis- 
sippi Supreme Court in October, when its fall 
term will begin. 


New Little Rock Company 
The Old 


American of Little 
Rock, Ark., has been licensed in its State. 
M. F. Dickinson is president, G. O. Light, vice-presi- 
dent, and I. O. Lower, secretary-treasurer. 


Insurance Company 
home 


—The New York Insurance Department has issued 
its annual “List of Persons, Partnerships, Associations 
and Corporations Licensed as Brokers,” under date of 
April 15, 1921. This book contains 319 pages, em- 
bracing some 15,000 names. 
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ROSSIA INSURANCE COMPANY 


OF AMERICA 


THE FIRE REASSURANCE COMPANY 


OF NEW YORK 


AMERICAN FIRE INSURANCE CORPORATION 


OF NEW YORK 


UNION RESERVE INSURANCE COMPANY 


OF NEW YORK 
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The Men Behind The Maryland 


It’s the personal equation that counts most in 
insurance. 


Firenciel strength and a country wide organization 
are important, yet not sufficient. 


For a friendly man to man contact helps to solve 
difficulties, increases opportunities for growth, and 
makes the road of commerce a pleasant one to travel. 


We therefore invite agents and brokers to place 
their Casualty and Surety business with our Nationally 
Known Organization and prove this from personal 
experience. 


We maintain 64 Branch Claim Divisions, have 85 
Boiler and Fly-Wheel Inspectors, 55 Safety Engineers, 
64 Pay Roll Auditors; all working to the same end— 
the giving of real service. 


Maryland Casualty Company 


HOME OFFICE 


CASUALTY INSURANCE 


:- BALTIMORE 


FIDELITY AND SURETY BONDS 
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COMPENSATION ACT 





Many Changes in Law in Wisconsin 





MAXIMUM WEEKLY WAGE INCREASED 





Panel of Physicians Also Required Under 
New Amendment 

The most important amendment to the Work- 
men’s Compensation Act which was passed by 
the 1921 Wisconsin legislature was the Sachtjen 
bill (Chapter 463), which increases the maxi- 
mum weekly wage for the purpose of comput- 
ing compensation from $22.50 to $26.00, and 
the maximum weekly indemnity from $14.63 to 
$16.90. Under this amendment the maximum 
death benefit becomes $5,200 instead of $4,500 
as heretofore. 

Another important change in the compensa- 
tion law is that contained in Chapter 414, which 
provides that hereafter employers must main- 
tain a panel of physicians from which injured 
employees may select their attendants. Such a 
panel, however, is not required in communities 
where there is only one doctor, and in no case 
is the employer required to have on his panel 
more than five doctors in Milwaukee and three 
elsewhere. This provision for a panel of doctors 
is a compromise between proposals for free 
choice of doctors by injured employees and 
the system which has heretofore prevailed of 
absolute control of choice of the attending 
physician by the employer. Under the panel 
plan the employer will still have the choice of 
physicians, but can no longer confine the in- 
jured to one particular doctor. 

A large number of changes are made in the 
administrative provisions of the compensation 
law by Chapter 451. One of the most impor- 
tant of these changes is the provision that 
actual notice of an injury given within thirty 
days after its occurrence to the employer, or to 
any officer of a company, or to any other per- 
son designated by the employer to receive re- 
ports of injury, shall he deemed to have the 
same effect as a written notice. Another im- 
portant provision is that the Industrial Com- 
mission may hereafter on its own motion initiate 
proceedings, so that injured employees will not 
have to risk discharge to claim compensation 
due them. Another amendment provides that 
employers of domestic servants may by written 
election become subject to the compensation 
act. Still another amendment contained in this 
chapter provides that where there is an inex- 
cusable delay in the payment of compensation, 
the Industrial Commission may determine 
whether such delay is chargeable to the em- 
ployer or to the insurance carrier and may 
assess the 10 per cent increase provided in 
cases of this kind against the party responsible 
for the delay. 

Other important amendments contained in 
Chapter 451 relate to insurance under the com- 
pensation act. It is provided, that hereafter, 


when an insurance carrier insures an employer 
the policy shall be construed as covering the 
entire risk, unless permission has been secured 
from the Industrial Commission for insurance 
of part of the risk only. Permission granted 


Accident Insurance Publications 
Dr. C. H. Harbaugh has written several 
works dealing with accident and health insur- 
ance, including the Adjusters’ Manual for the 
Settlement of Accident and Health Claims, 
Causes of Disability as applied under accident 
and health insurance policies, and The Indus- 


trial Claim Adjuster, all of which are published, 


by The Spectator Company. 

The author has recently received the follow- 
ing letter from G. A. Leyds, manager of the 
Transvaal Branch of the South African Na- 
tional Trust and Assurance Company of 
Johannesburg, South Africa: 

“I have for some years made use of your 
works published by The Spectator Company 
and dealing with accident and health insurance, 
causes of disability, etc. 

“I feel that I would like to express my ap- 
preciation of the value which these books are 
to my business, and to let you know that even 
in far away South Africa, more than 8,000 
miles from your home, your book is in daily 
use. 

“I wish you continued good health and many 
years of usefulness.” 








by the Industrial Commission to any employer 
to carry his own risk may hereafter be re- 
voked not only for financial reasons but also 
if the employer fails to discharge his full ob- 
ligations under the compensation law, or be- 
cause he has insured his liability with an insur- 
ance company not licensed in Wisconsin. Where 
an employer is sued for failure to insure his 
risk, an injunction is to be issued preventing 
him from doing business, unless he files a veri- 
fied answer showing that he has insured his 
risk, or alleging that he is not subject to the 
compensation act. 





INSURANCE ACCORDS 


International Agreement on Legal 
Questions Still Distant 


EUROPEAN LEGISLATURES ON RIGHT 
PATH 





German Law on Insurance Contracts of 
1908 Described 
By Dr. ALBERT EHRENZWEIG 

Chief of Insurance Department, Vienna 

As far back as 1873 the final report of the 
commission appointed in England for the 
drafting of an insurance law recognized the 
necessity for an international agreement (un- 
derstanding) in reference to the legal questions 
underlying the insurance business—and justly 
so, for insurance, more than any other creation 
of the human mind, is destined to encompass 
the whole world with one single net, of thou- 
sands of meshes, in an ideal form not yet 
attained. 

It is true that to-day, after the World War, 
we are further away from such international 
agreement than ever. But this fact should not 
discourage the legal theory. Inasmuch as 
codification that had been interrupted by the 
war has been resumed by the European coun- 
tries (notably in the Scandinavian kingdoms 
and Poland), it may be the opportune moment 
to ascertain, from a general point of view, 
whether the European legislatures are on the 
right path. 

The German law on insurance contracts, 
which is greatly indebted to the Roelli draft 
for the Swiss Federal law on insurance con- 
tracts, was highly praised in Germany im- 
mediately after its enactment (1908) and was 
used as prototype for the Austrian law pro- 
mulgated during the last year of the existence 
of old Austria (1917). 
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International Film Service 


FortunaATeLy No Lives Were Lost WHEN THIS THREE-Story BumtpING oN ONE OF 


BrooKtyn’s Busiest STREETS CRASHED. 


But Its Owner Prospas_y 


APPRECIATES THE VALUE OF LIABILITY INSURANCE Now 
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). TEAMWORK AND 
GOOD CHEER 


These two jewels of service rule the activities 
of the Home Office of The Lincoln National Life 
Insurance Company. 


Cheerfully meeting every service call is held to 
be quite as important with Lincoln Life folks as 
promptness of action. Both are happily com- 
bined in the Spirit of Lincoln Life Service. 


You get service with a smile when you 


Cink uP (wir THe (LINCOLN) 


The Lincoln National Life Insurance Co. 
“Its Name Indicates its Character” 

Lincoln Life Building 

Now More Than $175,000,000 in Force. 














Fort Wayne, Indiana 

















Improved Disability Provision 


Claim may be made as soon as disability occurs—no 
probationary period. 


Payments begin immediately on approval of claim 
—no probationary period. 


Monthly payments, lifelong, conditioned on per- 
manence of disability. 


Immediate waiver of future premiums—no wait- 
ing until next anniversary. 


Full amount of insurance paid when insured dies, 
without deduction for disability payments or for pre- 
miums waived. 


This new disability provision brings the service of 
America’s oldest legal reserve life insurance company 
still closer to the needs of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
of New York 


34 Nassau Street, New York 

















1921 EDITION READY 





LIFE AGENTS 
BRIEF 


A VEST POCKET WORK 
Containing a Synopsis of 
PREMIUM RATES 
CASH VALUES 
NET COST OF INSURANCE 
POLICY PROVISIONS 





CONVENIENT, CONCISE, COMPACT 





RATES ARRANGED BY AGES 
Participating and Non-Participating 
DIVIDENDS AND AVERAGE YEARLY 
COST 


5 and 10 year periods 
DIVIDENDS IN 1921 





Ordinary, 20-Payment and 20-year En- 
dowment Policy Results Presented at 
4 Ages 





Price, in Flexible Binding 
Per Copy, $2.00 
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The German law has been in force for a 
sufficiently long time to enable one to form a 
reliable opinion as to its influence on the in- 
surance business. A comparison of the law 
with the current “General Insurance Condi- 
tions” of the Association of Insurance Com- 
panies will readily show that in Germany the 
insurance contract has two stati, to wit: a 
status “on paper” covered by the law, and an 
actual “living” status of the insurance condi- 
tions of the companies. 

The law states, for instance, in reference to 
fire insurance (Sec. 82): “The underwriter 
(insurer) is liable for damage caused by fire, 
explosion or lightning.” The actual conditions, 
however, materially limit the liability for dam- 
age caused by explosion. The law further 
states (Sec. 84) that the insurer is not liable 
‘if fire is caused through an earthquake.” 

3ut this was entirely too indefinite for the 
insurers, who were thinking of San Francisco, 
and they drew up a complicated clause whereby 
the entire burden of proving that a fire was in 
no manner caused by an earthquake is left to 
the insured. A great many other examples 
may be quoted. The very same thing occurred 
in Austria. The law, following the German 
example, took particular pains in prescribing 
detailed regulations for “insurance for for- 
eign account,” especially as to the reciprocal 
legal status between the “insurer” and the 
“insured”— a choice morsel for a professor! 
But the insurance business could not use these 
regulations drawn up with so much care; all 
matters arising from the business intercourse 
between the insurer and the insured are to be 
settled by mutual understanding; these two 
parties may settle their troubles behind the 
scenes. Therefore, the fire insurance compa- 
nies have embodied in their standard conditions 
counter clauses that exclude the insured en- 
tirely. These clauses were then adopted ver- 
hatim for the standard conditions of the other 
indemnity insurance branches, and as to the 
law in regard to “insurance for foreign ac- 
count”—that is only a law! 


INSURANCE JURISPRUDENCE MANUAL 
Instead of writing a law, only a manual of 
insurance jurisprudence was written. It was 
overlooked that the legislator was not entering 
a field devoid of law which he could fill in as 
it suited him best. On the contrary, he found 
a well-developed legal status in the form of the 
General Insurance Conditions, which he had 
to take into consideration for the further de- 
velopment of the law. For instance, nowhere 
in the law is mentioned the term “burglary in- 
surance,” let alone a great many other less im- 
portant branches of the insurance business. 
Nevertheless, burglary insurance does exist 
under the separate law that it has granted unto 
itself. And, strange to say, the legislator lost 
sight of the fact that insurance conditions 
could not only amplify the law but could nul- 
lify its provisions through counter conditions 
as long as such provisions were not in the na- 
ture of “jus cogens” (compelling law). In- 
deed, hardly a single non-vompelling regula- 
tion of the law was embodied in the insurance 
Conditions without undergoing some change. 





This, applied to freight transportation insur- 
ance, is positively ludicrous. This branch of 
insurance, on account of its international char- 
acter, is exempt from any “compelling force” 
of the law (Sec. 187) and still the code has 
devoted to it a long section. Transportation 
insurance has paid but little attention to these 
regulations, which, indeed, are entirely insuff- 
cient. A law student desiring to study insur- 
ance law from the code might as well study 
the present penal law from medieval sources. 

Now, to the “compelling provisions”! They 
are the effective substance of every law on in- 
surance contracts, because they not only invite 
obnoxious counter provisions like the flexible 
provisions, but they demand or seem to demand 
a remodelling of the rights contained in the 
general insurance conditions. When consider- 
ing life insurance, we find that the competent 
special regulations of the German law (Sec. 
150 ff.), with the exception of some interpre- 
tation rules, are strictly mandatory. The lay- 
man looks upon these laws with grateful re- 
spect, thinking that the legislator had to wrest 
them from the wicked underwriter for the 
benefit and protection of the insured. 


‘ 


MANDATORY REGULATIONS 

The expert, however, finds that these ap- 
parently “mandatory” regulations are mainly 
legal privileges favoring the underwriter, 
created by the life insurance business in the 
course of competition, and that the require- 
ments of the law are, in certain respects, far 
behind what the underwriter offers. Hence, 
the competition, and not the law, was and is 
here the real compelling force. The legislator 
would never have thought of all these fine 
things which he demand. 
The insurance expert, examining these “com- 
pulsory regulations,” will find in them abso- 
lutely no provision which the underwriter had 
to adopt by virtue of the law, but he will find 
many things that invite “a step backward.” 
Let us, for instance, consider the “incontest- 
ability” of the policy (Sec. 136). While the law 
is satisfied with incontestability after ten years, 
the policies contain provisions for incontest- 
ability after five, three and even two years. 
The law is silent as to reinstatements of poli- 
cies lapsed and for a reduced amount, a priv- 
ilege now granted by every insurance company ; 
as to the assumption of war risks (if the 
practice merely followed the law no insurance 
company would be obliged to cover that risk) ; 
as to “policy loans”; as to “participation in 
profits,” etc., etc. 

The whole system is inadequate. Each pro- 
vision in itself is merely a necessary evil for 
legal procedure. The rights under the insur- 
ance contract are regulated by necessity. Non- 
compulsory regulations that may be obnoxious 
to the underwriter will simply be excluded by 
the latter and the law thus become illusionary. 
Mandatory regulations, which appear as such 
only as a matter of form, are followed only 
to a minimum degree and may . therefore 
hamper further development, to the detriment 
of the insured, or they may even cause a step 
backward. “Compelling” regulations are nec- 
essary only when there is the intention of com- 
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now pretends to 





pelling in earnest, for ethical and crimino- 
political reasons, or when for insurance tech- 
nical reasons it is intended to limit the obliga- 
tions assumed by the underwriter. Non-com- 
pelling regulations are necessary only when it 
is intended to sanction any mode of execution 
of the contract, on the part of the underwriter, 
that may have been impugned by the courts or 
by public opinion. 

It is perfectly clear that in view of such lim- 
ited standardization it is impossible to write 
a complete, connected code covering the insur- 
ance contract. In fact, such a code is not re- 
quired, for, owing to the endless diversity and 
ramifications of the insurance business, a com- 
plete standardization is out of the question. At 
all events, the law on insurance contracts is 
only patchwork, but this patchwork becomes 
important if the legislator bears in mind that 
for a long time he has regulated the insurance 
business not alone as to contract but also as to 
administration by means of Government super- 
vision of imsurance. 

From a legal-political point of view, it is 
preposterous to create two legal systems regu- 
lating the same matter competitively. And 
thus, the German law on contracts, when im- 
portant matters come up for consideration, has 
to leave such matters to the decision of the 
Supervisory Board, and the law remains a 
blank, 

Old Austria was the first European country 
to recognize the close connection between the 
contract right and the supervision right of in- 
surance. The “Insurance Regulations” of 
1880 prescribed under the heading of “Instruc- 
tions for the Supervisory Board for the Ap- 
proval of Conditions” regulations as to the 
contents of the general insurance conditions. 
The “Regulations” of 1896 have amplified these 
prescriptions, and, while they have not directly 
created a contract law, they have established 
important material standards. It is true, the 
latter are not fully efficient, because the In- 
surance Regulations are not a law; they are 
merely instructions for management without 
the sanction of the civil law. But this is now 
a matter of the past, inasmuch as Austria has 
now a contract law modeled after the German 
law. 

However, the practical and only correct line 
of development still lies in the standardization 
of the insurance law within one single law 
(code), which would amalgamate the contract 
law with the supervision law as closely as 
everyday life requires. The “standard provi- 
sions” contained in Sec. ror of the Insurance 
Law of the State of New York meet this re- 
quirement. T am convinced that the European 
countries will follow this legislative system. 





Zurich Enters Kansas 
The Zurich Accident and Health Insurance 
Company of Switzerland, one of the big Euro- 
pean companies, has been admitted to do busi- 
ness in Kansas. It will write all accident, 


health, surety, casualty and compensation lines. 

The American Live Stock Insurance Com- 
pany of Omaha has been admitted to write gen- 
eral live stock lines in Kansas. 
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Position Wanted 


Actuarial 


Actuarial 














COMPETENT MAN 


wants position as Assistant Secretary and Office Manager. 
Experienced in all departments of Home Office, able to direct, 
supervise, and organize work of staff. Always gives considerable 
thought to the necessary changes for improvement in the giving 
of service to all interested parties. References as to ability, 
personality and character will be given if you write 

MANAGER, care of THE SPECTATOR, New York 





FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
35 Nassau Street New York 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 




















Company Secretary or 
Superintendent of Agents 


Have had years of experience in finding and 
training of new men with agency which paid for 
$100,000,000 of life insurance in thirty years. 
References are best possible. 

Address A. B. C. care of THE SpEcTATOR, !New 
ork. 








MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., Suite No. 1005, 
26 W. 44th ST., NEW YORK 





FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


402-404 Kraft Building Des Moines, lowa 
Telephone Walnut 3761 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American le Auto- National Union New Amsterdam 
mobile- ord National-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Pheni 
se Underwriters BROKERS’ LINES SOLICITED 


MARCUS GUNN 
CONSULTING 
ACTUARY 


29 So. La Salle Street 
Telephone Randolph 7684 


CHICAGO 





A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, lac. 


‘“‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 


20 Years’ Experience Backs Our Service” 


























GOBRINOS DE EZQUIAGA 
ESTABLISHED 1821 
General Insurance Agents, 


Box 351 


San Juan Porto Rico 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 











W. R. HALLIDAY 


CONSULTING 
ACTUARY ( 


INSURANCE EXCHANGE CHICAGO 














J. L. MITCHELL 


Is prepared to successfully negotiate and finance the re- 
insurance or consolidation of either Legal Reserve, Mutual 
Assessment or Fraternal Life Companies, Associations or 


Ord 
Some money advanced on strictly private 
ts 


Al uncations held personal and confidential 
comm! i 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 


FRANK J.. HAIGHT 
CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume-Mansur Bldg. 
Hubbell Building 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 


ROOM 1303 165 Broadway, New York City 


Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 


Cable Address: Gertract, New York 

















Actuarial 


JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 











ACTUARY WANTED 


Progressive Canadian Life Insur- 
ance Company desires to employ 
young resident actuary who would 
be willing to commence at a nom- 
inal salary and work up with the 
Company’s growth. Young man 
of progressive tendencies essential. 
Apply Box 130, care of THE 
SPECTATOR, New York, N. Y. 





JNO. A. COPELAND 


CONSULTING 
ACTUARY 


124-126 HURT BLDG. ATLANTA, GA. 








256 BROADWAY NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 














T. C. RAFFERTY 
CONSULTING ACTUARY 


Suite 714 Weightman Building 
Philadelphia, Pa. 


Complete Rate Books Formulated 








F. M. SPEAKMAN, C. P, A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accouatants 
THE BOURSE PHILADELPHIA 
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Miscellaneous Insurance 








Actuarial 








ABB LANDIS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W Independent Life Buildnig 








ON THE PERSONAL SIDE 























ae 























Insurance Examiners and Adjusters 





LOSSES ARE ASSETS 


When handled with proper regard for 
their business building possibilities, 
Even an aggrieved claimant may become 
a friendly policyholder if impressed with 
the fairness of an adjustment, 


R. L. NASE, 

Adjuster for Casualty Companies 
1110 Mutual Bidg., RICHMOND, VA. 
Liability, Compensation, Accident 

and Health Claims 


TERRITORY: 
Virginia and North Carolina 














Buys U. S. Guarantee Stock 
A controlling interest in the stock of the 
United States Guarantee Company has been 
acquired by Hendon and Percy Chubb, of 
Chubb &.Son, marine underwriters. It is un- 
derstood that this block of stock of the United 
States Guarantee is practically the same as was 
formerly owned by the Guarantee Company of 
North America of Montreal and was sold to 

the directors in the early part of I919. 


Change in New York Compensation Forms 

Stanley Otis, director of the Bureau of 
Workmen’s Compensation of New York State, 
has issued a letter signed by Henry D. Sayer, 
industrial commissioner to workmen’s compen- 
sation carriers of the State, setting forth 
changes necessary in various report forms. 
These changes are in accordance with the enact- 
ments of the legislature during the session just 
finished. 


Group Insurance for Civil Servants 

It is heard here that the Manitoba Government, as 
the result of a request made by the Manitoba Civil 
Service Federation, as a consequence of the fact that 
they received no bonuses during the war, is likely to 
initiate a group insurance system for Civil Service 
employees. This will probably become effective during 
August, and the amount of insurance to be issued is 
Placed at $1,800,000 divided among the 1200 civil 
Servants. 

The proposals include an arrangement by which 
employees will be able to keep up their insurance 
after leaving the service, paying their own premium 
thereafter. Policies will be from $500 for employees 
with from six months’ to one year’s service to $3000 
for those with ten years’ service or more. The total 
cost to the Government is estimated at $30,000 per 
annum. 


Fire is reported as having damaged the ready-to- 
wear store of Weinberger & Co. at Nashville, Tenn., 
on July 15, to the extent of $150,000, with a cover- 
age of $100,000. Flames started on the top floor of 
the building from an unknown cause, and spread 
tapidly towards adjacent buildings. Prompt work on 
the part of the fire department prevented what for 
a time seemed would be a very disastrous fire. 


William Schiff of Schiff-Terhune & Co. has 
returned from a 1,500-mile trip on Lake Cham- 
plain and Lake Placid. 

Among visitors in the city during the past 
week was A. R. Small, vice-president of the 
Underwriters Laboratory in Chicago. 

John C. Evans and L. R..Gray, special agents 
for the Home of New York in the State of 
Texas, are in the city for a few days. 

N. C. McLean, Jr., of East St. Louis, has 
been appointed agent for the farm department 
of the Attna and will cover western Illinois. 

Messrs. Logue, Lowrie and Nichaus, compos- 
ing the insurance firm of that name in Pitts- 
burgh, spent several days in New York last 
week, 

W. W. Smith, an examiner for the Commer- 
cial Union in its Western department office has 
been appointed special agent in Illinois for the 
same company. 

W. M. McCrory, a Jacksonville insurance 
agent, has been passing a part of his vacation 
in New York. He will also visit points of in- 
terest in Maine. 

W. S. Hutchison of Chicago, Cook County 
manager of the North British and Mercantile 
and affiliated companies, was a caller at the 
home office recently. 

Z. C. Patten, president of the Volunteer State 
Life, and his son, Z. C. Patten, Jr., are in 
Maine, spending their vacation at their country 
home, at Brooksville. 

C. D. West, vice-president of the Importers 
and Exporters Insurance Company, returned re- 
cently from an extended tour of United King- 
dom and Continental points. 

Michael M. Moss and Felix Vaccaro, vice- 
presidents of the Union Indemnity Company of 
New Orleans, passed a part of last week at the 
New York office of the company. 

H.C. Thiselton, general manager of the Lon- 
don Guarantee and Accident Company, who has 
been spending two months in the United States 
and Canada, returned to Europe last week on 
the steamer Carmania. 

Winslow Russell, vice-president and agency 
manager of the Phoenix Mutual Life, will be 
one of the speakers at an agency club meeting 
of the Minnesota Mutual Life. The company 
is particularly fortunate in securing Mr. Rus- 
sell for its meeting. 

Nathaniel Jackson, former acting secretary 
of the Salt Lake Commercial Club and Cham- 
ber of Commerce, has entered the life insur- 
ance business. He will be associated with W. E. 
Lawson and S. R. Neal, general agents for the 
Pacific Mutual Life in Utah and Idaho, with 
headquarters in Salt Lake City. 

State Insurance Examiner Don Harlow has 
been named deputy insurance commissioner by 
Commissioner Arthur C. Savage of Iowa. This 
office was created by the recent legislature. 
Harlow is a graduate of Drake University 
of Des Moines, in the law department, and was 
in the service during the war. He is regarded 
as a valuable addition to Commissioner Sav- 
age’s staff. 

Wilbur B. Sprague of the Worcester agency 
of the New England Mutual Life, has been 
promoted to the general agency of Rochester, 
N. Y., succeeding Henderson & Mann, who 
have asked .to be relieved. Charles H. Hender- 
son of Henderson & Mann will stay with the 
Rochester office as _ special representative. 
Robert F. Hunt and Kenneth L. Morse have 
been appointed to the Worcester office. 
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Arrangement for White Sulphur Springs 
Meeting 

As already announced, the 1921 conventions 
of the International Association of Casualty 
and Surety Underwriters and the National As- 
sociation of Casualty and Surety Agents will 
be held at the Greenbrier Hotel, White Sulphur 
Springs, W. Va., Thursday, September 22 to 
Saturday, September 24, inclusive, 192T. 

No arfangement for special cars will be 
made; but you are advised to apply at an early 
date to the railroad ticket agent in your own 
town or city for “an all-year round trip tourist 
ticket” to White Sulphur Springs, W. Va.; 
and to ask for full information as to the best 
route, extra accommodations, etc. The “all- 
year round trip tourist ticket,” I am advised, 
can be purchased at the starting point for 90 
per cent of double the single fare plus 8 per 
cent war tax—good for six months. 

You should make hotel reservations at once— 
communicating with H. M. Tait, manager, the 
Greenbrier Hotel, White Sulphur Springs, W. 
Va. Specify exactly what kind of accommoda- 
tions you desire. 

Arrangements have been made with the hotel 
management this year for accommodations both 
on the American and European plans. If the 
European plan is selected, there will be a reduc- 
tion in rooms at the Greenbrier, but no reduc- 
tion in meals—although meals a la carte are 
less this year than last year. 

The dining room at the White will not be 
operated this year; but table d’hote meals will 
be served in the Greenbrier restaurant as well 
as meals a la carte. 

Should you desire accommodations not 
specifically stated above, kindly communicate 
with Mr. Tait. 


Florida Automobile Organizing 

The Florida Automobile Co. of Orlando, 
Fla., was organized last week, with a capital 
stock of $250,000. As the name indicated, the 
new concern will write all kinds of automobile 
insurance, but in addition it will write a gen- 
eral line of fire insurance, and will take on 
other lines in time, as its growth warrants. 

The officers are: M. M. Smith of Winter 
Park, Fla., president; P. K. Van Valken 
Burgh, vice-president; A. W. Core, secretary 
and treasurer; Judge John M. Cheney and 
Judge J. Stuart Gillis, general counsel. All 
the officers except President Smith and Judge 
Gillis are Orlando business men. Judge Gillis, 
hails from DeFuniak Springs, where he has a 
large law practice. The board of directors is 
composed of prominent and successful busi- 
ness men from various parts of the State. 


—The proceedings of the eleventh annual meeting 
of the medical section of the American Life Conven- 
tion, held at Excelsior Springs, Mo., March 16-18, 
1921, have been issued in the form of a book of over 
330 pages. 
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CENTRAL STATES LIFE 
INSURANCE COMPANY 


ST. LOUIS, MO. 





Insurance in Force $58,000,000.00 





JAMES A. McVOY 
Vice-President and General Manager 














ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


OLDEST LARGEST STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00, 
and Industrial Policies from $12.50 to $1,000.00. 


Condition on December 31, 1920: 
$24, 143,510. 56 
21,803,452.41 
2,340,058 .15 
207,301,719. 00 
1,983,096 . 17 


$25,823,269.97 





Capital and Surplus 

Insurance in Force 

Payments to Policyholders 

Total Payments to Policyholders since 


Organization 
JOHN G. WALKER, President 


The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N.Y. 





~ 


Metropolitan Offices: 90 and 92 William Street 


ANNUAL STATEMENT DECEMBER 31, 1920 


ASSETS $24,470,003.77 
19,132,734.64 
2,000,000.03 
SURPLUS OVER ALL LIABILITIES 35337,269.18 
LOSSES PAID TO DECEMBER 31, I920.... '78,551,312.50 


CASUALTY INSURANCE AND SURETY BONDS - 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 





= St) I 














If you can write Ordinary and Industrial 
business in an exceptional field, under a pro= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 
confidence to you) Box 75, Ironton, Ohio. 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 


The Conservative Texas Company 


Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 








& 


NATIONAL 
CASUALTY 
Write for information relative to open territory. HaveJtwo 
- — agencies with business established where change is 
esired. a] 


ALWAYS AFTER AGENTS FOR FINE FIELDS 


Considerable desirable territory is open for negotiation with men 
who would make capable and alert representatives. 


UNION MUTUAL LIFE INSURANCE CO. 
PORTLAND, MAINE. 
Address: ALBERT E. AWDE, Supt. of Agencies. 


List of American 
Life Insurance Companies 


(Revised to Date) 


Two hundred and fifty-four American legal reserve life insurance 
companies are now licensed to transact business. Their corporate titles, 
location of head offices, capital, names of presidents and secretaries, 
are given in convenient form on four pages, printed on bond paper, 
and will be found useful by every company, manager and agent. 


PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


CHIcaco OFFICE 135 Wittiam STREET: 
busuRAnce EXcmANcE NEW YORK ' 
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